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Meet Frank Pierce 
Column’s Guest Speaker 
Nash’s Answer 
Monthly Cash Advances 


By 
Chris Sinsabaugh 


EXT we come to Nash in the 
columnar roundup of sales 
executives who are being asked: 
“What are the factories doing for 
their dealers?” Which brings to 
the rostrum 

Frank Pierce, 

vice president in 

charge of sales 

of the Nash-Kel- 

vinator Corp. On 

his shoulders fall 

the dual task of 

marketing both 

automobiles and 

electric refriger- 

ators — it’s his 

first year on 

Frank R. Pierce motor cars, but it 
is evident he is 

off to a flying start with the com- 
pany’s offer of monthly cash ad- 
vances to dealers to help them 
remain in business, which was 
announced in the previous issue of 
Automotive News. With this ace 
up his sleeve, he is swinging around 
the circuit, holding dealer meetings. 

* *¢ & 

NOT BEING a dealer himself, 
the conductor of course wasn’t 
eligible to sit in on any of the 
sessions, but in the corridor of the 
hotel in Chicago where a recent 
meeting was held, he peeked 
through the keyhole and cupped 
both his ears, which was just as 
good as being inside. The peek 
showed Pierce at a blackboard and 
his talk came through the keyhole 
clear as a bell. 

He brushed the chalk off his 
hands and said, looking over his 
big audience of Nash dealers: 
“There it is. I don’t blame you if 
you don’t believe it.” 

The audience was quiet, still 
absorbing the impact of his words. 
Then one dealer got to his feet. 
“Tve been a Nash dealer for 19 
years,” he said, “and in my experi- 
ence this is the finest thing this 
company has ever done for the 
dealer. And I’m not broke yet 
either!” 

Pierce had just described Nash’s 
carefully worked out plan for pro- 
viding dealers with the monthly 
cash advances. He reviewed the 
plan and dealer reaction to it when 
the conductor button-holed him 
here in Detroit between jumps in 
his national series of meetings to 
discuss the times and tides of 
business with Sealers. 


“WE STUDIED the rationing 
problem,” Pierce told the conduc- 
tor, “with the idea of doing the 
best thing we could to help our 
dealers stay in business. We 
wanted to help them sell their 
rationed new cars at a profit, con- 
tinue in the used car business and 

(See SPARKS, Page 15, Col. 1) 
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Of Trucks 
Bogs Down 


Only One Out of Every 
20 Applications OK’d; 
Technicalities Cited 


By Jack Weed 
Truck Editor 


DETROIT.—Reports from 
dealers and users indicate 
that the rationing of trucks 
is bogging down just as badly 
as passenger cars. 


Despite the fact that ra- 
tioning offices faced a pent-up 
three-month new truck require- 
ments when rationing began, re- 
ports indicate that in the first 
three weeks only 640 truck ration- 
ing requests were passed by 
Washington out of some 33,000 
applications. 

There seems to be no question 
that many applications that fall 
in the preferred classes are being 
returned because of pure techni- 
calities and because the ICC 
officers in many rationing offices 
are going strictly by the letter of 
the law as he feels his way into 
this new and, to many, entirely 
unfamiliar job. For instance, it is 
known where applications have 
been returned because the notary 
that signed the application failed 
to use his seal or give the date of 
the expiration of his commission. 

Dealers must watch this phase 
of their selling job closely when 
helping a prospective purchaser of 
a truck fill out his application 
blank. They must see that the 
purchaser answers every question 
fully and in detail, as it is already 
apparent that the truck rationing 
boards are inclined to pass as few 
applications as possible. 

One of the reasons felt responsi- 
ble for this tightening by the 
rationing boards seems to be based 

(Continued on Page 8, Col. 4) 


Reuther Plan 
A Publicity Gag, 
Wilson Asserts 


DETROIT.—Agreeing only on 
the nation’s common goal vi win- 
ning the war, C. E. Wilson, presi- 
dent of General Motors, and Walter 
P. Reuther, head of the UAW-CIO’s 
GM division, debated for six hours 
last Tuesday on merits of the 
Reuther Plan, labor’s 1940 “guns 
and butter” proposal for employing 
the automotive industry’s unused 
capacity for the production of 
“500 planes a day.” 

The epochal “town-hall” discus- 
sion, held before 150 newspapermen 
in the General Motors building 
auditorium, brought out in detail 
the opposite views of management 
and labor on the plan but, while 
the debate waxed hot, there was 
no bitterness. 

Describing it as a “publicity and 
political plan,” Wilson declared that 
the Reuther Plan over-stated the 
effective surplus capacity of the 
automotive industry, that sugges- 
tions for use of this unused capacity 
were impractical and showed lack 
of knowledge of what the real job 
was. “It was clear to industry,” 
he asserted, “that the plan did not 
contain any ideas that would be 
helpful in actually getting out the 

(Continued on Page 14, Col. 3) 
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Liberal Car Rationing Ordered 


Now Let’s Get 


In an’ Pitch! 


N 
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All signs now point to OPA’s determination that the 
March-April-May quota of new cars shall be released in 
that period; that future quotas will take care of in- 
equalities in some areas; that all so-called Pool A cars 
will be rationed by the end of 1942. Local rationing 
boards, in most instances, have fallen in line and started 
to release cars with gratifying rapidity during the past 


week. 


All of which is good news to automobile dealers— 
even though they still believe new-car rationing is 


unnecessary and unsound. 


But the story doesn’t end there; dealers must do 
their part—SELL cars vigorously, see that there are 
enough applications for new-car certificates, present the 
applicant’s case properly before local boards, make cer- 
tain that local boards follow commonsense in interpret- 


ing Order No. 2-A. 


Nor can we stress too much the necessity for dealers 
to make each deal profitable—getting a car released, at 
a loss, just doesn’t make sense. 


Parts Output Deadline 
Due for Extension 


By Pete Wemhoff 
Managing Editor 

DETROIT.—Despite the lag in 
production of some functional re- 
pair parts, there is no need to fear 
that the nation’s essential trans- 
portation system will bog down be- 
cause of parts scarcity. 

That is the assurance of a high 
authority, who declared that “we’ll 
take care of car and truck parts 
somehow, perhaps through use of 
the Production Requirement Plan.” 
The PRP enables the government 
to permit a manufacturer to obtain 
a certain amount of material on a 
high priority rating, to meet a 
definite essential need. 

Because delays will not permit 
production of the 150 percent quota 
of repair parts by June 30, the gov- 
ernment already has extended the 
deadline for truck parts and is 
expected shortly to do likewise on 
car parts output. 

Material shortages, due to the 
lack of high priority ratings, has 
been the chief stumbling block to 
finishing the production of the two- 
year stockpile of spare parts by 
June 30. This does not apply to 
cast-iron parts and _ stampings, 
material for which has been forth- 
coming in sufficient quantities that 
will enable manufacturers to reach 
the government’s goal in the re- 
quired time. However, production 
of parts which require critical 
metals such as chrome and cop- 
per, is far behind schedule. 

For instance, hube quantities of 
brake bands mave been made but 
lack copper rings; valves which 


Synthetic Rubber 
Plants Started 


WASHINGTON. — ‘Secretary of 
Commerce Jesse Jones last week 
announced the government has 
contracted for plant capacity to 
produce 700,000 tons of synthetic 
rubber annually and that 25 com- 
panies, including several Standard 
Oil concerns, will participate in the 
program. 

Jones said the plants contracted 

(Continued on Page 10, Col. 1) 


require chrome are also far behind 
schedule. Thus, the War Produc- 
tion Board is expected to issue a 
PRP order which would allow the 
purchase of sufficient copper to 
complete the bands, etc. 

The government’s attitude to- 
wards production of wheels is ex- 
pected to be different, however, 
since practically all cars and 
trucks carry one or more spare 
wheels which could be put to actual 
use, it is pointed out. 

A dispute in _ civilian-supply 
agencies of the government over 
the need for rationing parts has 
naturally contributed to the delay 
on building a parts stockpile, but 
it is considered doubtful that parts 
will be rationed to essential cars 
and trucks, at least in the imme- 
diate future. Rationing of tires 
and gasoline is expected to suffice. 

Determined to maintain intact 
a sizeable portion of the industry’s 
facilities for turning out engines, 
one school of thought in the gov- 
ernment believes that inventive 
genius may turn up some of these 
days new ways to employ the 


nation’s matchless capacity to turn | 


out engines for use in both mili- 
tary and essential civilian field~ 
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by OPA 


‘Insists Pool A’ 
Be Released 


In Year’s Time 


Sect. 701 Being Revised, 
M’Cormick Says; Used 
Car Price Ceiling Due 


By Nelson B. Moore 
Staff Correspondent 
CLEVELAND. — The gov- 
ernment will abandon new- 
car rationing, if necessary, 
in order to get all Pool A cars 
into consumers’ hands by 
March 1, 1943. : 

This cheering message was car- 
ried to nearly 1,000 dealers and 
manufacturers’ representatives by 
OPA’s Cyrus McCormick at a 
meeting here Thursday called by 
the Cleveland Automotive Trade 
Assn. 

McCormick said rationing regu- 
lations will be drastically revised 
next month to stimulate sale of 
“frozen” stocks of new _ cars. 
These new amendments, he stated, 
will be made in Section 701 of the 
regulations defining the needs an 
applicant must establish before he 
can be granted a permit. 

“We probably shall try to give 
rationing boards a wider latitude in 
determining whether an old car is 
usable,” he told the Cleveland 
group. “We shall take the attitude 
that boards in the communities 
are more acquainted with the 
needs of an applicant than we can 
be.” 

McCormick also said that OPA 
| 


Tell Your Board 

In case local boards are still 
severe on releasing new cars, 
AUTOMOTIVE NEWS suggests 
dealers show them Cyrus Mc- 
Cormick’s statements on liber- 
alization, 
issue. 


contained in today’s 


is working out a price ceiling for 
used cars, which will be announced 
in the next two weeks, but declared 
there is “no liklihood that ration- 
ing will be extended to used cars.” 

“The dealer situation is not as 
black as it appears,” McCormick 
said. He told the group that 
America’s car dealers had “for- 
gotten how to sell” and asserted 
that rationing regulations allowed 
many more new-car prospects than 
dealers realized. He pointed out 


__ _inued_on_ Page 6, Col. 1) 


Dealers, Factories Join 


In Sales Campaigns 


DETROIT. — When March re- 
turns are compiled, it will be 
found that not 50 percent of the 
month’s quota of 145,000 new 1942 
passenger cars will have been ra- 
tioned, declare factory officials 
here. The prediction is based on 
nation-wide surveys. 

Analyzation of the situation de- 
velops the belief that the lag 
comes through ignorance of eligi- 
bility among those who could qual- 
ify if they would go to the trouble 
of investigating their status as 
buyers. 

In consequence of this dis- 
covery, some of the factories are 
preparing advertising copy for 


dealer use in daily papers, listing 
eligiblity rules. A notable example 
of this last week was the Olds- 
mobile dealer campaign, aimed at 
bringing into salesrooms people 
eligible to purchase new cars. 

Studebaker’s field forces are 
helping dealers to facilitate the 
rationing of cars, and the factory 
has supplied dealers with a “ration- 
ing kit” to help speed the drive for 
sales. 


Packard is another company that 
is pointing out to distributors the 
market that is open to dealers 
through this sort of educatioon of 

(Continued on Page 15, Col. 4) 
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WPB Sets Up 
Regional Offices 
In 13 Cities 


DETROIT.—James S. Knowlson, 
director of Industry Operations, 
announces plans for establishment 


of 13 regional WPB offices 
throughout the nation. The exist- 
ing 120 field offices will be allocated 
among the 13 regional offices 
for administrative purposes. This 
move constitutes another step 
toward the decentralization of War 
Production Board activities. 


Knowlson also announced the ap- 
pointment of the first three re- 
gional directors selected: Orville 
H. Bullitt for the Philadelphia 
region, Ernest Kanzler for the 
Detroit region, and John C. Virden 
for the Cleveland region. Other 
regional headquarters cities will 
be Atlanta, Boston, Chicago, Dallas, 
Denver, Kansas City, Minneapolis, 
New York, San Francisco, and 
Seattle. 


“Our plan is to place as much 
authority as possible for WPB 
operations in these new regional 
offices,” said Knowlson. “Other 
field offices now operating in 120 
cities will become branch offices, 
and these will be administered by 
the regional directors. This will 
lead to more effective coordination 
of the service provided to the 
public through these branches. All 
of them are now offering advisory 
service on priorities and contract 
distribution, and their scope will be 
enlarged as the regional plan 
progresses. 

“Determination of policies and 
programs will rest with the divi- 
sions of the WPB in Washington. 
But as time goes on, it is expected 
that more and more WPB activities 
will be actually directed in the 
field, in accordance with overall 
WPB policy.” 


Automotive Engineers 
To Meet Tonight 


DETROIT. — Mass _ production 
techniques and processes, origi- 
nated by the automotive industry 
during past decades, will be dis- 
cussed at a meeting of engineers in 
Toledo tonight (Apr. 6) and appli- 
cation of these techniques and 
processes to war production will be 
explained. The meeting will bring 
a large group of automotive engi- 
neers from Detroit to join with 
Toledo engineers, both from sur- 
rounding Ohio and Michigan manu- 
facturing plants. 





BOMBER FUSELAGE sections are now flowin 
which only a few months ago the Hudson 
Shown inspecting a completed maange section followin 


automobile parts. 


dedication ceremonies in the new aircraft 
Eskridge, superintendent of the division; Capt. Walter R. Goda: 
representative of the Army Air Corps; Col. A. 
. E. Barit, president of 
Martin-Nebraska Co.; J. 
and Ernest Kanzler, 


Air Force materiel center; A 
chief engineer, Glenn L. 
president, Glenn L. Cartin Co., 
section of the War Production Board. 


Industry on 


Trail, 


Nelson Warns 


Special to Automotive News 

WASHINGTON. — WPB Chair- 
man Donald M. Nelson warned 
labor and management last week 
that they were on trial before the 
American people, and “this is our 
last chance to show that a real 
economy can survive.” His mes- 
sage to industry and the workers 
was contained in a foreword to a 
supplement to the War Production 
Board’s master plan for its pro- 
duction drive. 

WPPB’s campaign is being waged 
to increase the output of assembly 
lines to meet the President’s quota 
of 60,000 planes, 45,000 tanks, 20,000 
anti-aircraft guns and 8,000,000 tons 
of shipping this year. Addressing 
himself to the voluntary labor- 
management committees set up to 
help in the campaign, Nelson 
reiterated warnings he made in his 
first radio broadcast a month ago. 

The supplement emphasizes that 
the war production drive is a vol- 
untary effort, an effort which de- 
pends for success on the men and 
women, labor and management in 
the plants. 

New posters that will be avail- 


FOB 
Factory 


By A. H, Allen 


“TELLING the public” has 
always been an important phase of 
automobile production activity, so 
it was natural that this public rela- 
tions policy should be extended to 
arms production. First evidence is 
the General Motors Arms for 
Victory exhibit which opened re- 
cently in Detroit. The plan no 
doubt will be extended to other 
cities in which GM operates plants, 
and likewise should prove a worth- 
while investment for other auto- 
motive companies figuring promi- 
nently in the arms production pro- 
gram. 

The only quibble this observer 
had to make in connection with 
the GM exhibit was in connection 
with the display board showing 
Parts of a machine gun built by 
Frigidaire. Opposite the steel 
forging from which the trunnion 
block is machined was a neat 
card reading, “Rough steel 
forging as it comes from the 
foundry.” To foundrymen whose 
mortal enemies have often been 
the forge shops, this reference 
must have been a sharp needle. 
Others might toss it off as a neat 
effort to confuse possible enemy 
agents. 


Metal Silver 
As a Solution 


Ingenuity of automotive engi- 
neers is shown by a plating method 
which was developed by Studebaker 
prior to the stoppage of car pro- 
duction. Because of the elimina- 
tion on chromium bright work for 
car hardware, engineers turned to 
the metal silver as a solution, in- 
stead of resorting to the obvious 
method of painting. Handles, or- 
naments and others parts formerly 
receiving a chromium plating were 

(Continued on Page 10, Col. 4) 


* * 


down the assembly lines on 
otor Car Co. was producing 
ivision are, left to right, J 
rd, resident 
- Drake, officer coqmanding the 
Hudson; L. F. Schafe, 
T. Hartson, executive vice 
head of the automobile 


able during April are reproduced. 
Accompanying the supplement is a 
master military map which, it is 
suggested, may be enlarged by war 
production drive committees of 
plants. 


Car Makers 
Cooperate to 
Produce Guns 


DETROIT — Four automotive 
companies in the Detroit area— 
competitors only a few months ago 
—teamed together recently in a 
cooperative machine shift and out 
of it emerged production of gun 
mounts for each of which there 
was a waiting tank, it is revealed 
by Ernest Kanzler, chief of the 
WPB Automotive branch. 


Ford Motor Co. was at work on 
an order for 75 mm. gun mounts, 
which job requires a large amount 
of intricate machining. Needed 
milling machines and lathes could 
not be obtained before Apr. 1. An 
additional 10 days would be needed 
to get them tooled up and running. 
Ford and WPB engineers tackled 
the problem of getting the ma- 
chines and getting them _ into 
operation without delay. 

At Packard Motor Car Co. were 
found three milling machines set 
aside for a job that starts May 15. 
These machines were turned over 
to Ford and the original Ford 
order for new millers was diverted 
to Packard for future delivery— 
where they will arrive in time to 
meet their need. 

At the Royal Oak Tool Co. was 
found a 24-inch engine lathe not 
doing war work. Arrangements 
were made for a direct sale to 
Ford. Further search revealed that 
the Briggs Mfg. Co. had machine 
tool capacity to turn out the 
shields for the Ford gun mounts. 
So Ford sub-contracted this por- 
tion of the job to Briggs. 

“Thus production was speeded,” 
said Kanzler. “This series of ma- 
chine shifts to the job and the job 
to Briggs’ machines will enable 
Ford to multiply by six its output 
of gun mounts by Apr. 1.” 





Thatcher to Direct 
Army Tire Conservation 


NEW YORK. — United States 
Rubber Co. announces an indefinite 
leave of absence for S. P. Thacher 
who, for many years, was associ- 
ated with the company’s tire divi- 
sion in various tire engineering, 
technical and manufacturing ca- 
pacities. His last position was that 
of manager of the tire engineering 
and service department at Detroit. 

Thacher has been “drafted” by 
Brig. Gen. J. L. Frink, chief of 
the Motor Transport division of the 
Army Quartermaster Corps, to act 
as special assistant. He has been 
assigned to direct an extensive 
rubber conservation program in the 
Motor Transport division, the larg- 
est single tire and rubber consumer 
in the world. 


Fisher Completes 


Tank in 47 Days 

DETROIT.—Completion of a 
new type all-welded tank in 47 
days, was announced last week 
by E. F. Fisher, general man- 
ager, who received War Depart- 
ment permission to state that 
the first welded, thirty-ton land 
dreadnaught of the M-4 design 
had been completed four weeks 
ago, and that work on subse- 
quent tanks is now progressing 
on an assembly line basis seven 
months ahead of its original 
schedule, and being stepped up 
rapidly. 

Actual work on the new tank 
was started in January, with 
fabrication launched in a con- 
verted section of the biggest 
automobile body plant in the 
world.. Tank fabrication was 
undertaken while car body pro- 
duction machinery was being 
cleared out. 





Award Navy ‘E’... 





FERRO STAMPING & Mfg. Co., Detroit, receives a Navy E for outstanding 


production of 
at left 


rdnance material for that branch 
Rear Admiral Clark H. Woodward (retired) presents the “‘E’”’ pennant 


of the armed forces. Here, 


to William C. Devereaux, president of Ferro Stamping, while two seamen 


look on. 





MCCORD RADIATOR & Mfg. Co., Detroit, was 
mnant by the Navy for production achievements on Nav 
Pett to right at the presentation ceremonies are: Capt. 


of staff, 


resented with an ‘“E”’ 
ordnance material. 
. A. Lofquist, chief 


inth Naval District; Gov. Murray Van Wagoner of Michigan, and 
A. C. McCord, president of the company. 


Motor Transport Division 


Set Up by ODT 


Special to Automotive News 
WASHINGTON. — Organization 
of the Division of Motor Transport 
and appointments to top positions 
in the division have been made 
public by Joseph B. Eastman, di- 
rector of defense transportation. 


Ray G. Atherton has been ap- 
pointed associate director, in 
charge of the field organization of 
the division. H. Richard Stickel 
has been named executive assistant 
to John L. Rogers, director of the 
division. 

Eight sections have been estab- 
lished within the division. The 
sections, with the chiefs in charge 
and the duties assigned to each sec- 
tion, are as follows: 

1. Allocation and Materials Sec- 
tion—H. H. Kelly: Administration 
of rationing program for trucks 
and other commercial vehicles and 
motor vehicle materials, in co- 
operation with War Production 
Board. 

2. Vehicle Maintenance Section— 
William J. Cumming: Administra- 
tion of motor vehicle maintenance 
program, including maintenance 
inspection of commercial vehicles 
in cooperation with inspection 
agencies of state governments. 

3. Tire Maintenance Section— 
Robert D. Thomas: Development 
of a program of preventive main- 
tenance of tires and tubes. 

4. Petroleum Carrier Section— 
Sam F. Niness: Coordination of the 
transportation of petroleum prod- 
ucts by tank trucks to assure 
maximum efficiency in the utiliza- 
tion of equipment. 

5. Operations, Property Carriers 
—Edward J. Buhner: Coordination 
of irtercity trucking operations 
and local cartage operations to 
bring about maximum utilization 
of equipment. 

6. Operations, Passenger Carriers 
—Robert E. Maxwell: Coordination 
of services of line-haul motor 
buses. 

7. Farm Vehicle Section—Robert 
A. Hicks: Development of a pro- 


gram to bring about efficient 
utilization of farm automotive 
equipment. 


8. Local Delivery Section—Ed- 


mund M. Brady: Coordination of 
retail and consumer truck de- 
liveries to conserve equipment 
through elimination of duplication 
and overlapping. 

Field offices are soon to be 
established by the Division of 
Motor Transport in cities through- 
out the country, and the adminis- 
tration of the various motor vehicle 
programs undertaken by the Divi- 
sion will be highly decentralized. 


Great Lakes 
Clips Records 


DETROIT.—AIl world’s records 
for blast furnace production were 
broken Wednesday by Great Lakes 
Steel Corp.’s Zug Island furnace, 
with a straight ore burden produc- 
tion for the month of 43,478 tons 
and the final day production of 
1,608 tons, it was announced by 
George R. Fink, president. 


The previous world record of 
41,782 tons for one month was set 
a few weeks ago in Pittsburgh. 

The new figures are approxi- 
mately 40 percent ahead of the 
average for a large furnace before 
Pearl Harbor. 





Tool Output Increasing 
Rapidly, Curtis Says 

ST. LOUIS.—Production of tools 
for war purposes is increasing so 
rapidly there is a chance we may 
win the war this year, was the 
statement made by Frank W. 
Curtis, president of the American 
Society of Tool Engineers, at the 
10th annual convention of the 
organization held here. 


“Machine tool production has 
virtually doubled in the past two 
months,” Curtis said. “Where we 
normally do a business of about 
$150,000,000 a year, we did $800,- 
000,000 in 1941, and expect to dc 
$2,400,000,000 this year. We are 
arming for this war much mor 
quickly than we did in the last on: 
and the whole production setup }: 
based on the idea that one bombe 
today is worth half a dozen ne 
year.” 
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8-Point Plan Offered 
To Aid Dealers 





ON’T think for a minute that 

in advocating that the govern- 
ment rescind the new-car ration- 
ing program I am thinking only 
of the $65,000,000 potential profit 
in the new cars now in dealers’ 
stocks, nor the $25,000,000 poten- 
tial profit in the stockpile cars. The 
question is much larger than that. 
It affects not only dealers, but our 
whole domestic economy. 

If the government has any fear 
that these stockpiles will be urgent- 
ly needed next year by the people 
in the categories described in the 
rationing order, then I recommend 
the government rescind the ration- 
ing order on the 340,000 cars bought 
before Jan. 15, keep the stockpile 
cars frozen until Jan. 1, 1943, then 
permit the rationing program as it 
is now promulgated to apply to 
those cars for the first three 
months of 1943. Then, in case all of 
these cars aren’t purchased by 
those who can get certificates from 
the rationing board, allow the 
dealers to sell the remaining cars 
on the open market, subject, of 
course, to the price ceiling. 

* * * 


How About 
Rationing? 
IS is all I am going to say 
about the stockpile cars, but as- 
surance now that the government 
would permit their final liquida- 
tion by Apr. 1, 1943, would make 
the stockpile cars “wanted” mer- 
chandise in dealers’ stocks. And 
with this definite assurance, stock- 
pile cars in the meantime would 
be transferred from one dealer to 
another in case a dealer with such 
stock found it necessary to liqui- 
date. 

But now let’s see what has 
happened in connection with 
these 340,000 cars that were defi- 
nitely frozen in dealers’ hands 
for 60 days, and on which we 
have now had five weeks’ ex- 
perience with the rationing 
a ae ee 


Dealer Who Sells 
50 Cars a Year 


S a typical example, let’s con- 

sider the 50-car-a-year dealer. 
Perhaps the public considers him a 
small operator. Yet 80 percent of 
the 44,000 automobile dealers sell 50 
cars or fewer a year. They are 
small dealers, but small dealers, 
too, are worth saving. This 50-car- 
a-year dealer had an overhead, has 
employes, owned a building, or had 
lease-holds, based upon selling 50 
new cars a year. His normal stock, 
then, was about six new cars—a 
30-day supply. He needed this 
stock to make deliveries because 
there was a diversity of models 
and color combinations. 

It is true that this dealer 
didn’t expect to sell six cars in 
January, but he had purchased 
that many in December because 
there were rumors that new-car 
production was going to be 
eliminated altogether, and _ be- 
cause he thought it was his 
patriotic duty to do so, for it 
wasn’t so long ago that upon 
the recommendation of President 
Roosevelt new-car model an- 
nouncements were advanced 
from January to early fall in the 
interest of spreading work for 
automobile factory employes over 


a longer season. 
* * * 


Helps Carry 
Only Overhead 


OW, a dealer’s overhead was 

based upon the turning of his 
stock 12 times a year, not just once 
a year. So he needed his share of 
that $65,000,000 profit to carry his 
overhead not for 12 months, but for 
one month. Then the rationing 
program, and the government’s as- 
surance to move all cars in dealers’ 
stocks within 12 months, is forcing 
the dealer to carry a large share of 
his twelve-months’ overhead to sell 
at best a one-months’ supply. It is 
true that he has been able to cut 


Dealers tell me 


Dealers’ or salesmen’s comments, questions or requests may be 
addressed te John 0. Munn in care of Automotive News, Detroit, 
and the writer’s name will be kept In confidence if requested. 


By John 0. Munn 







out some of his overhead, but as 
long as he has new cars in stock 
he can’t cut it anywhere nearly 
in proportion to his reduced busi- 
ness, and so that potential gross 
profit isn’t available for profit at 
all, but is available only to help 
carry some of the overhead. 
Then, too, under the rationing 
program, one certificate holder 
may pit as many as 15 dealers 
against each other—many of 
whom, having distress merchan- 
dise on their hands because they 
find it impossible to pay their 
rent and pay the interest on 
floor-planning month after 
month, find it necessary to 
liquidate their cars at any profit 
over their cost. 


Bidding Cuts 


Prices 

UT that isn’t all. The rationing 

program sets up the categories 
which are eligible to buy these 
cars, and in these categories are 
municipal, township, county, state 
and federal buyers. This merchan- 
dise, by law, has to be purchased 
on bids, and who can expect with 
many dealers in distress, some of 
them won’t cut prices on these 
cars to get the business, and thus 
eliminate all the theoretical poten- 
tial gross profit available to the 
trade. 

And to make it even worse, 
these government divisions are 
the largest permissible purchas- 
ing group under the rationing 
Program. A large share of this 
business is in the lowest-price 
lines—Chevrolet, Ford and Plym- 
outh. This means that these 
cars will be moved first, and 
where will the dealers stand who 
have stocks of Pontiac, Dodge, 
Oldsmobile, Buick, Chrysler, De- 
Soto, Studebaker, Nash and 
Hudson cars, or Packards, Cadil- 
lacs and Lincolns, in this un- 
natural market? 

* * * 


Spread Burden 
Over All 


ND finally, let’s not forget that 

the automobile dealer is fighting 
this war with everyone else. He is 
giving his sons and relatives to the 
combat forces. He is paying taxes, 
and he is loyal, and if there are 
any benefits to come to the 130,000,- 
000 people who live in America 
why not have the burden of the 
cost of this rationing apply to all, 
rather than saddle it on and ruin 
this one important group in our 
domestic economy? An automobile 
dealer is an_ essential in this 
country of ours—this land of vast 
areas. We need him to keep the 
wheels running. We ought to give 
him at least a chance to survive by 
shouldering only his share of the 
burden. We’ll need him after the 
war is over. He will be essential 
to restoration of the normal enter- 
prises of this country. . 

But let’s turn now to the 
public benefits to be gained by 
new-car rationing. In the first 
place, there will be no shortage 
of transportation for people 
whose work is essential to the 
war effort. The rationing of 
rubber automatically takes care 
of that. People who aren’t in the 
categories that are permitted to 
purchase cars under the ration- 
ing program cannot get rubber, 
so their cars will be thrown on 
the market, and there will be 
more such cars available than 
will be demanded by the people 
who are qualified to buy. 


Public Reaction 


Is Cited 

HAT of the public reaction of 

the new-car rationing pro- 
gram? It may be interesting to 
mention a few experiences of 
dealers early in March when the 
program went into effect. One 
dealer reports that the first ap- 
plicant to be allotted a car was an 

(Continued on Page 14, Col. 5) 


CAN | BUY A NEW CAR? 





» This Question Has Been Asked 
Time and Time Again. 


The Answer Ia 


tf YOU AREA 


DEFENSE WORKER 
DOCTOR 
FARMER 
SALESMAN 
EXECUTIVE 
ENGINEER or 
TECHNICIAN 

You Can Buy 

A New Car. 


CONSULT ANY OF THE DEALERS LISTED BELOW: 


Delaware Olds Inc, Porter Motor Co. 
Oldsmobile 


1315 Market St. 


First State Meters 
DeSoto-Plymouth 
37th G Market Sts. 


Keil Meter Ce. 
PlymouthChrysler 
lith & Tatnall Sts. 


Packard Moter Co. 
Packard-Studebaker 
Penna. & Grant Aves. 


or 
Penna. G Grant Aves. 


Sterling Aute Sales Ce, 
Dodge-Plymouth 
26th G Gov. Printz Blvd. 


Union Park Meters inc. 
Pontiac 


208 N. Union St. 
Wilmington Aute Sales Ce, 


Cherrolet-Buick 
40th G Market Sts. 





HERE’S ONE of the ads Wilming- 
ton (Del.) dealers are using to pro- 
mote new-car sales. 


Wilmington 
Dealers Open 
Sales Drive 


WILMINGTON, Del. — Charges 
by Hugh F. Gallagher, president of 
the Delaware Motor Trades Assn., 
and John Porter, past president of 
the organization and Delaware 
director on the board of NADA, 
that the new car market in Wilm- 
ington is at a virtual standstill be- 
cause rationing quotas set by the 
federal government fell far below 
the level called for by the 1942 
new car reservoir, were made 
public coincident with the launch- 
ing of the advertising campaign to 
sell more new cars. 

Both men stated that there was 
a failure, on the part of the public, 
to grasp the scope of the existing 
eligibility limits. 

They pointed out that at the 
present rate of monthly quota—4#4 
for March— it would take 29 
months to clear the 850 cars inven- 
toried as the 1942 quota for Wilm- 
ington dealers. At the present 
rate of ratification of sales by local 
rationing boards—13 applications 
and 10 approved—it would take 85 
months or seven years and one 
month to move all the cars. 


“Obviously,” Gallagher said, 
“there must be a revision of the 
rationing system if Wilmington 
dealers are to sell the 850 automo- 
biles allotted to them for 1942 by 
the Office of Price Administration.” 


Both Gallagher and Porter agreed 
that lack of sufficient applications 
is certain indication that the public 
as a whole fails to realize the ex- 
tent of the eligibility field. 

s* = & 


Sioux City Dealers 


Start Sales Drive 

SIOUX CITY, Ia.—c. J. Murray, 
president of the Sioux City Auto 
Dealers Assn., has appointed a 
committee to acquaint the general 
public with regulations regarding 
eligibility to purchase automobiles. 

The committee includes D. S. 
Kidder, E. A. Robar and Jess Getz. 


TOLEDO—An “eight-point plan 
for wartime operation” which 
would help America’s automobile 
dealers meet costly overhead and 
thereby keep their shops open for 
the duration, was advanced here 
last week by Dean A. Walters, 
director of service for Willys-Over- 
land Motors. 

Designed to counteract the far- 
reaching effects of government 
orders for freezing and rationing 
new cars, Walters’ proposals are 
based on a recent study of dealer 
problems in every section of the 
country. 

He prefaced his points by say- 
ing: “If dealers can rearrange their 
overhead so it can be paid with 
activities outside of revenue once 
received from new car sales, then 
they have a good chance to con- 
tinue in business, keep some of 
their employes on the payroll, make 
a living for themselves and ready 
their business for full-scale auto- 
mobile dealer operations after the 
war. 

His program follows: 

Increase paint and_ body 

work in line with the grow- 
ing need for renewing and condi- 
tioning cars; a “modernize-your- 
car” program offered on a finance- 
plan basis will encourage credit 
customers to keep their cars in top 
running condition as well as those 
who can pay cash. 

2 Start a training plan to de- 

velop new mechanics from 
present helpers; an extensive gov- 
ernment program is now underway 
to transfer many skilled auto- 
motive mechanics from civilian to 
war work. 

Investigate the possibility of 

taking on one or more of 
the many lines of merchandise now 
being offered to automobile dealers 
by large manufacturers, keeping 
in touch with local automobile as- 
sociations, trade publications and 
newspapers for new business op- 
portunities. Blackout materials, bi- 
cycles and many other articles are 
now being offered. 

Survey possibility of turning 

service shops into “local 
headquarters” for repair work out- 


Dodge Names 
Atlanta Dealer 


ATLANTA.—Large-space adver: 
tisements, appearing in the Consti- 
tution and the Journal, relate that 
Victory Motors, Inc., has just been 
appointed Dodge-Plymouth dealers 
for the territory. 

The new dealership is built on 
the physical and good-will assets 
of the former Dodge dealers, J. M. 
Harrison & Co. whose display 
quarters, used-car establishment 
and sales and service personnel are 
being retained by Victory Motors. 
A newly signed five-year lease on 
the five-story business building is 
said to call for an aggregate rental 
of $60,000. 

Head of the new Dodge-Plymouth 
dealer firm is A. S. Farris, native 
of Atlanta, formerly associated with 
the Harrison firm in the manage- 
ment of a branch in Decatur, Ga. 





Severe Penalties Set 
For Ration Violators 


WASHINGTON. — Willful viola- 
tors of rationing orders and ra- 
tioning regulations, issued by the 
Office of Price Administration, now 
face direct prosecution and severe 
penalties under provisions of the 
Second War Powers Act, 1942, Act- 
ing Price Administrator John E. 
Hamm warned last week. 

The act provides a maximum 
penalty of $10,000 fine and im- 
prisonment for one year for will- 
ful violation of priority orders of 
the War Prduction Board or of 
rationing orders or regulations of 
OPA, whether already in effect or 
issued in the future. Hamm dis- 
closed that OPA, working in close 
zooperation with the Department 
of Justice, has adopted a compre- 
hensive plan of action for investi- 
gation and criminal prosecution of 
those persons who flout the ration- 


ing rules. This plan will be pur- 
sued vigorously, he said, with the 
object of making illicit trafficing 
in rationed articles an expensive 
business. 

“Dealers who had made mis- 


representations to the government' 


of facts concerning their supplies 
could be prosecuted for such mis- 
representation under existing stat- 
utes,” Hamm said, “but the open 
and notorious violator could be 
reached only by suit to enjoin 
further violations. 


“Those who connive to get more 
than their fair share of any ra- 
tioned article are equally as 
guilty as those who traffic illicitly 
in rationed goods for profit. Public 
condenmnation of these practices 
now will be supplemented by crim- 
inal prosecution.” 


side the automotive field, such as 
household appliances, garden and 
lawn equipment, plumbing and 
others. If possible, specialize in 
electric welding. 

Establish an “emergency 

service plan” for repair and 
maintenance of trucks, tractors, 
business cars and other vehicles 
which are used during the day. 

Consider the possibility of 

developing a “mobile service 
unit” to offer house-to-house re- 
pair service on automobiles and 
other mechanical equipment. Such 
a unit would specialize in short- 
order repair work. 

Check with manufacturers 

and other dealers in your 
area to see if it is possible to 
pool machinery and other facilities 
in your shops for use in manufac- 
turing war articles under sub-con- 
tracts. A recent nationwide survey 
by Willys-Overland proves that 
many dealers tools can be _ har- 
nessed to the war effort. 

Develop “service specials” 

and seasonal repair offers 
for owners of all makes of cars. 

“If dealers cannot meet present 

overhead from sources other than 
the sale of new cars,” Walters said, 
“it is best for them to move into 
less expensive quarters or to sub-let 
salesroom which cannot be utilized 
for repair work.” 


Iowa Dealers 
Seek Liberal 


Car Rationing 


DES MOINES, Ia.— Iowa auto- 
mobile dealers are seeking a clari- 
fication of the rules and eligibility 
lists, under which local rationing 
boards issue certificates for the 
purchase of new automobiles, Ben 
Sanders, president of the Iowa 
Automobile Dealers Assn., has an- 
nounced. 

Although Iowa has a quota of 
2,014 new model 1942 cars for sale 
in March, April and May, only a 
few have been sold to date. 

Dealers attribute the bogged- 
down sales market to the refusal 
of local rationing boards to ap- 
prove purchase applications, even 
though in many instances appli- 
cants are eligible. 

Automobile dealers feel that the 
farmer and salesmen classifications 
hold the key to early disposition 
of present stocks, if the eligible 
list is clarified so that local ration- 
ing boards will know who can or 
who cannot have cars. 


Fee Refund Sought 

PROVIDENCE, R. I.—A bill, under 
which automobile dealers forced to 
liquidate their business because of ra- 
tioning could obtain refunds on regis- 
tration fees paid to the state for 
dealers’ plates has been introduced in 
the state legislature here by Senator 
Charles T. Algreen, East Greenwich 
Republican. The refunds would be 
obtainable when the dealers surrend- 
ered their plates to the state registrar 
of motor vehicles. 


Today’s 
Thought 


DETROIT. — Since conserva- 
tion of rubber and the continued 
operation of the nation’s cars 
and trucks are essential, deal- 
ers should consider this ap- 
proach to the problem and in- 
form motorists accordingly: 

Some government experts be- 
lieve that, while a real pinch in 
the supply of rubber will come 
during the last half of 1943, 
synthetic production will reach 
such proportions in 1944 that 
civilians may again be able to 
obtain tires. 

It’s believed that more rubber 
will be saved (and more vehicles 
kept in operating condition) if 
motorists know they can’t get 
new tires for two years but can 
probably get them in 1944. 
Natural supposition is that 
motorists will drive more care- 
fully to keep their cars going 
till they can get new tires, than 
they would if they thought 
there was no hope for new tires 
during the war. 
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One sacred pledge we make our friends here and 
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for the best interests of the automotive industry as 
a whole. Nor will its columns be used to spread 
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the upbuilding of the industry it is pledged to serve. 
wholly through the dissemination of NEWS which 
is timely, authentic and of value—(AN 6-10-1983). 
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Out of It Comes Unity 


At LINCOLN and Stephen A. Douglas of 
Illinois, both candidates for the U. S. Senate, discussed 
slavery in 1858, and the debate between the two on the 
main issue in the Civil War is one of our greatest historical 
milestones. So far as American industry is concerned, it 
is possible that posterity will consider last week’s debate 
between Charles E. Wilson, president of General Motors, 
and Walter P. Reuther, of the UAW-CIO, as one that brought 
about unity of labor and management at the critical moment 
when the fate of this nation trembled in the balance. It was 
a most momentuous occasion, clearing, in our opinion, the 
automobile industry of labor’s charge that it was respon- 
sible for the lag in war production. 

At the same time it laid the ghost of the “Reuther 
Plan,” the pin prick with which labor has prodded the 
automobile industry for the past two years for publicity 
purposes. On the evidence brought out by the doughty 
president of General Motors, it would seem as if the jury 
of public opinion will be justified in refusing to indict the 
men who make motors for any production lag. Apparent 
too is that if the government felt as did the automobile 
industry management itself—that the plan was far from 
being practical, for, it will be remembered, the Roosevelt 
administration did not endorse it; neither was Congress 
asked to enact legislation necessary to put it into effect. 
And, as one critic points out, it was not a program to 
convert the industry to all-out war production, as claimed 
by Reuther; it was a plan to superimpose the making of 
planes for Britain on top of the regular production of 
motor cars. 

But, as we have observed before, the Wilson-Reuther 
debate has accomplished a major objective—it will make 
management and labor see eye to eye the crying need 
for a unity that will make possible the vast production 
of war weapons President Roosevelt has asked for. 
It’s a mighty step forward in the winning of the war. 

How applicable to the present situation are the words 
of the revered Lincoln as he accepted the senatorial 
nomination: 

“*A house divided against itself cannot stand.’ I believe 
this government cannot endure permanently half slave and 
half free. I do not expect the Union to be dissolved. I do 
not expect the house to fall—but I do expect it will cease 
to be divided. It will become all one thing or all the other.” 


Again We Ask, Why Not Cars? 


HAT’s sauce for the goose should be sauce for the 

gander, Grandma used to tell us. That being the 
case, we can’t help asking why the War Production Board 
has discriminated against the automobile industry by 
releasing for sale to consumers the stocks of domestic 
electric refrigerators in the hands of dealers after having 
“frozen” them, and still insisting on rationing motor cars. 
Sears, Roebuck and Montgomery Ward, which are credited 
with having huge stocks on hand, are the chief beneficiaries, 
thanks to Donald M. Nelson’s board unfreezing the product. 
Washington should balance the scales of Justice by 


abolishing car rationing. 





The approach of April in our 
northern latitudes brings many 
things besides “the flowers that 
bloom in the spring, tra la!” One 
can count himself lucky if he 


without a sniffle, 

HOSPITAL an ache or a pain. 
I am one of those who cannot. My 
troubles started when on my earn- 
est insistence that I could not spare 
the time to let old Nature work 
her slow but sure methods of cure 
on a throat that, although just a 
“sore throat” to me, had the ear- 
marks of “strep” infection. They 
gave me a dose of one of the very 
new “sulfa” products, which, if, 
they were not strictly ethical, ! 
would be the answer to the pat-' 
ent-medicine man’s dream of an! 
over-night cure-all! The eight lit- 
tle innocent looking tablets I took 
over a period of two hours cer- 
tainly must have been loaded with 
super-TNT. By morning my throat 
was as soft as a swan’s. My head- 
aches were gone—a day later I was 
climbing into a Pullman lower. 
Modern medicine had worked its 
marvels. I was a well man and I 
could thumb my fingers at Dame 
Nature. That’s what I thought! 

*- * * 

I am writing this in Room 316 at 
Henry Ford Hospital in Detroit, 
but when you read this I will be 
home. No old car, turned over to 
an ambitious new service manager, 
anxious to make a showing for 
his department, ever got a more 
thorough going-over than I have, 
had the past three days. They. 
have taken my carburetor and, 
magneto apart, examined my wir-| 
ing, rebored my cylinders, found 
the dead-plates in my battery and 
even drained off my winter’s ac-j 
cumulation of anti-freeze! If I 
don’t operate better from now on, 
it will be because some of the old/| 
parts cannot be _ replaced—they 
are on the oldest priority list in 
history—the one that has been in 
effect ever since Adam. 

s *« # 

Well, so much for me! As the 
Hollywood star said to his girl- 
friend after he had talked about 
himself for a couple of hours— 
“O, here now, I’ve been doing all 
the talking—now let’s hear from 
you—by the way, how did you like 
my last picture?” The point is thet 
I hope this reminds some of you, 
that, after all, the most important 
piece of machinery we can ever 
hope to own is our own body, and 
it’s just about the last that any of 
us think of servicing until it be- 
gins to knock or misses firing. 

s * * 

Some of my best friends in the 
factories who have been working 
night and day, seven days a week 
since long before Pearl Harbor, are 
beginning to show signs of the 
strain. I can well imagine that most 
of our dealer readers are counting 
sheep in the wee hours of the 
morning. Nearly all of us have 
some members of our family al- 
ready in the service. Whether we 
know it or not, every radio broad- 
cast, every newspaper head-line, 
every news-reel of pictures from 
the front take their toll on our 
nervous system. Subsconciously 
we are all carrying the additional 
load which this critical period in 
the war brings. These are the 
days which try men’s stamina, if 
not their souls! 

. * * 

We here in the vicinity of De- 
troit have Henry Ford to thank 
for this 19-year old hospital, which, 
under the direction of Dr. Roy D. 
McClure, is now one of the most 
famous institutions in the world. 
It has served hundreds of thou- 
sands of people, from every walk 
of life and every color and creed. 
The Ford family have poured mil- 
lions into its building and opera- 
tion. No finer gift was ever made 
by a native son to his home town 
and I am happy to have this means 
of expressing a feeling which I 
am sure every Detroiter feels. 
—G.MS. 
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OW DEAR! 
WHAT ARE WE 
GOING TO Do 


WITHOUT ‘TIRES ? 
OR CARS? 

AND NOW THEY'RE 

GOING To RATION 


SUGAR! OH DEAR 
WHAT'S iT COMING 
To NEXT? 
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HUH? on,THAT! 
T' TELL TH’ TRUTH, 
OUR PROBLEMS DON'T 
SEEM VERY IMPORTANT 

AT THE MOMENT,’ 

I'VE JusT BEEN 

READING ABOUT 


MacARTHUR 


Manning in Hartford Courant 


Hardships? 


——In This Corner 





‘Abolish Rationing ...... 


The views expressed in 
Anonymous contributions will 
be observed upon request. 


Remedy 


We believe the rationing of cars 
has served its purpose in curtail- 
ing excessive spending. New classi- 
fications will not remedy situation 
as the public is definitely not in- 
terested in purchasing new auto- 
mobiles. 

Issuance of certificates at present 
rate in this country will permit 
accomplishment of less than 50 
percent of quota for March, April 
and ‘ 





Sincerely recommend abolishing 
of new car rationing as only means 
of permitting dealers to dispose of 
present new car stocks in orderly 
fashion. Government should now 
select whatever cars they require 
and let us dispose of the balance. 
Thanks for cooperation and any 
assistance that can be given.— 
Syracuse Automobile Dealers Assn., 
H. A. Dunn, president. 

The above telegram was sent to: 
Leon Henderson, OPA; National 
Automobile Dealers Assn.; Senator 
James E. Murray, Senator Meade, 
and General Hugh Johnson. 


Thank God! 


Thank God for men like you. 

Have just read George Slocum’s 
column of March 23 and want to 
tell you how much I think of a 
man that writes like a free 
American. It is going to take a 
lot of men like you to stem the 
Bolsheviks at Washington and you 
sure are doing your part. Keep 
the good work up. Keep urging 
the dealers to continue bombarding 
Washington. 

I want you to know that I for 
one am following your advice and 
have written Washington _re- 
peatedly and my efforts are getting 
some attention, but we've been 
struck a hard blow and it will take 
a lot of effort from all of us to 
salvage what we can. 

We have a large stock of new 
cars on hand but at the present 


rate of rationing we will have | 20- 


some of them 10 years from now. 
The local rationing board consists 
of three men, none of whom to my 
knowledge have ever held a posi- 
tion of responsibility, who now 
consider themselves the watchdogs 
of the nation to see that no one by 
hook or crook gets a new auto- 
mobile. This is a rotten situation. 
It stinks. When three men who 
have no knowledge of the workings 


this column are those o 
not be accepted but 


f our readers. 
confidence will 





of an industry can wreck it, where 
in hell is Washington going to 
step? 

I think you know, they won't 
step until all business is wrecked 
and if business is not awakened by 
men like you on the firing line and 
not afraid to speak out, the 
socialistic state will be upon us 
with the rapidity of the past, 
Henderson’s orders, and we shall 
all be slaves. 

That my soldier son may come 
back to a free America, let me 
say God Bless you and your 
American ideals and long may 
AUTOMOTIVE NEWS be _ the 
leading paper of our great industry. 
—Gerald M. Stimson, owner, Stim- 
son Motor Co., Manchester, Ia. 

P.S.—Haven’t missed an _ issue 
since 1925. 


Not ODT? 


Re: Your editorial, “Scrap Car 
Rationing; If Not, Then a 
(March 23). 


How do you get that way? 

Scrap car rationing, YES! Turn 
the program over to ODT, by all 
means NO! 


My years of experience with 
civil service employes leads me to 
the conclusion that I would rather 
deal with political appointees than 
with the public-be-damned attitude 
of the average government em- 
ploye protected by civil service. 


If you want a good example of 
how far dealers are going to get 
with ICC and ODT truck rationing 
I am sending you photostats of a 

(Continued on Page 8, Col. 5) 


Coming Events 


APRIL 
o- ‘—ceaar EHapids, Ia. (Montrose 
riutei). Meeting of Iowa Automo- 
ple Dealers sn. 
20-21—Philadelphia (Bellevue  Strat- 
ford). Annual convention of Penr- 
sylvania Automotive Assn. 
23 — Memphis. American Chem! 
Society meeting. 





MAY 
7- 8—Cincinnati (Netherland Plasa 
Spring meeting of Assn. of Amer 
can Battery Manufacturers. 
11—Sysacuse, . - Annual meeting 
of Empire State Automobile Mer- 
chants Assn., Inc. 
21-23 — Houston, Tex. Texas Motor 
Transportation Assn. 


JUNE 
21-24—New York (Commodore). Annual 
convention of Advertising Federa- 
tion of America. 
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GRANT Ek. HAYES 











Studebaker fully recognizes its responsibilty to its dealer 
and is vigorously carrying on a comprehensive progr 
designed to assist them in every way possible. Th 
of cooperation should prove valuable to Studel 





dealers, not only in this emergency but i in the yea 
Studebaker is proud of its reputation 
quality motor cars. And iti is especiall 


Studebaker is building an unlimited quantity of airplane engines, 
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“Studebaker 


co-operation 1s 
one of my 
biggest assets” 


Ss of other Studebaker dealers echo the senti- 
ments of Grant E. Hayes, Studebaker distributor in 


Salt Lake City, Utah. He writes: 


‘‘The recent meeting which Studebaker held in Salt 
Lake City, made me realize more than ever that my 
organization can adjust itself successfully to the 


changed conditions that prevail today. 


‘‘We have always endeavored to operate a Service 
Department that would be a credit to Studebaker. 
Today, with your help, we are reaping the benefits of our 


constant efforts to increase sales in this department. 


‘Tl wish to congratulate Studebaker on the splendid 
program they have outlined for their dealers. Let’s 


have more of these meetings.”’ 
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to them that rationing regulations 
are worded to permit sales to any- 
one ‘directly or indirectly” con- 
nected with the war effort. 

Answering a question on this 
problem following his address, he 
said: “Indirectly is a broad term 
and was included for the specific 
purpose of broadening the discre- 
tion of the rationing boards. I 
imagine that a manufacturer of 
chewing gum for soldiers or of 
pencils for Washington officials 
could be considered eligible.” 

He told the group dealers have 
an enormous number of prospects 
they didn’t know about. “Some of 
you have been so filled with fears 
by the turn of events affecting 
your business that you have for- 
gotten how to sell. It is necessary 
that you step out and sell.” 

McCormick said the regulations 
would be rewritten and quotas 
readjusted as soon as the results 
of the first month of rationing, 


Gilman Quits 
As President 
Of Packard 


DETROIT.—No successor to Max 
M. Gilman, who resigned Wednes- 
day as president of Packard Motor 
Car Co., will be named before the 
stockholders’ annual meeting Apr. 
20 


Announcement of Gilman’s resig- 
nation because of illness was made 
by Alvan Macauley, chairman of 
the board, who has been in charge 
of the company’s affairs since 
Gilman was injured in an auto- 
mobile accident Jan. 22. 

Gilman suffered a fractured leg 
and serious head injuries when his 
car struck a barricade on Wood- 
ward near Fourteen Mile, in 
suburban Birmingham. 

Gilman, 53 years old, was a flier 
in Wold War I and began his 
automobile career as a Packard 
salesman in Brooklyn, N. Y., in 
1918. He became, in succession, 
truck sales manager in New York, 
vice-president of sales in the New 
York branch and general manager 
of the company in 1934. 

Gilman was named president in 
1939, succeeding Macauley, 
became chairman of the board. 


Ohio Dealer 


Sells Projectors 





CANTON, O. — Ray F. White- 
leather, president of Cadillac-Olds- 
mobile Co. here, has successfully 
negotiated an exclusive franchise 
covering 12 states for the distribu- 
tion of the Saves sound projector, 
manufactured by Bendix-Westing- 


house Automotive Air Brake Co. 


The projector, employing a revo- 
lutionary and radically different 
system of sound projection, is in- 
tended to fill the widespread de- 
mand for an effective warning de- 
vice for military, civilian defense 
and industry for air raids, emer- 
gencies and as a general sound 


communication system. 


The Cadillac-Oldsmobile company 
is now appointing sub-distributors 
for the projector in the following 
states: Ohio, Indiana, Illinois, Ken- 


tucky, Michigan, Wisconsin, Minne- 


sota, Iowa, 
North and South Dakota. 





‘Too Little 


...- and Too Late’ 

RICHMOND, Va.—“Too little 
and too late” is the comment of 
dealers here on the Defense 
Supply Corp.’s proposal to buy 
automobiles frozen in show- 
rooms. 

The plan to pay dealers only 
what they paii for the cars 
plus freight is regarded by the 
dealers as “too little,” while the 
“too late” refers to a provision 
of the DSC plan under which 
the agency agrees to purchase 
the cars only six months after 
the manufacturers’ delivery 
date, and 60 days after the 
dealers’ written request for pur- 
chase. 

| LAP LEE DL IEE CETTE, 
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Kansas, Nebraska, 


ended Wednesday, are tabulated. 
He charged the dealers themselves 
are largely responsible for the 
rigid rgulations, because they de- 
liberately understated the number 
of cars they had on hand when 
an inventory was made at the close 
of last year. 


Because of this understatement, 
he said, the government estimated 
the number of 1942 cars in the 
country at 340,000. He said in his 
opinion there are closer to 500,000. 
The automobile chief spoke glow- 
ingly of his boss, Price Adminis- 
trator Leon Henderson. 


“Mr. Henderson,” he said, “is the 
sanest business man in the Untied 
States. His feet are on _ the 
ground. He knows more about 
business than most business men 
ever learn.” 

Jo Roberts, McCormick’s chief 
assistant, also journeyed to Cleve- 
land for the important meeting. 
Other visitors were Ray Chamber- 
lain, executive vice-president of 
NADA, and several Detroit motor 
representatives 

Chamberlain, at the luncheon 
preceding McCormick’s address, 
stated the patriotic attitude of the 
industry: 

“Although the automobile indus- 
try is carrying the burden of the 
war effort more than any other 
single business in the nation, we 
won’t ask for any help. We are 
not going to do anything that will 
take materials, labor or power from 
the war effort . . . even if it costs 
us our business.” 

Some of the questions and 
answers in the long question 
period following McCormick’s ad- 
dress were: 


.—"‘What do we do about cars sold 
before Jan. 1 which were legitimate 
orders but on which no down payments 

been made?’’ 


had 
A—‘Nothing. A’ rationing board 
member won't g° to jail if he grants 
a permit to su rsons, but a lot of 
such buyers just don’t need cars. 
There should be no application of the 
rationing plan that interferes with the 
war effort or with public welfare.’’ 
.—Must a car be out of whack 
before the rationing board can decide 
an applicant needs a new car?’’ 
A.—"“The regulations provide 
standards for determining the service- 
ability of the car. It is up to the 
rationing board to decide in its own 
way whether a new car is needed.” 
Q.—‘‘Can more than 
family, ve given cars? 


no 


A.—"I don’t know of anything in 
the regulations that prevents the sale 


of more than one car to a family.’’ 
Q.—“‘What is the relationship be- 


tween the rationing program and = 


quotas which have been established? A 


rate cars are being rationed they will 


be in dealers’ stocks for years.”’ 


come in and buy. 


what he has done 

— 

que to the various states and coun- 
es. 


of the total available for the first 


quarter of the year. The quota is actu- 
er cent or 30 percent 
of the cars available, due to inaccurate 


ally about 25 


reports of stocks received from dealers. 


This will be taken into consideration 
An extra 
number of cars have been given to each 
state to allot over and above the quotas 


in setting future quotas. 


in various emergencies.”’ 


—‘If the car is good enough to 
sell on a used car lot. why should 
applicant ,,be permitted to purchase a 


new car? 
A.—“‘The decision of the local board 


should mainly be made on the basis of 


condition of the tires.”’ 
Q.—“How about selling 


transportation.”’ 

A.—“It is satisfactory if farmer has 
no other means of transportation, such 
as ownership of a truck.” 

.—“We have a quota for three 
If it is not used up will 
there be a carry over or a complete 
redistribution. 
“ A.—"'There will be a new redistribu- 
on.”’ 


Malcomson, Stanton 
Get Dodge Posts 


DETROIT. — Dodge announces 
the appointment of George Mal- 
comson to an executive post on the 
staff of Fred Lamborn, vice- 
president in charge of manufactur- 
ing. Just prior to his transfer, Mal- 
comson was assistant truck sales 
manager. 

Don T. Stanton, recently sales 
supervisor, has been appointed di- 
rector of passenger car and truck 
service. Stanton succeeds Ben 
Settle, transferred, for special du- 
ties, to the Chrysler Tank Arsenal. 






















one person in a 

















A.—“‘All dealers should ‘step out and 
sell’ instead of waiting for people to 
The automobile 
dealer has got to do in this emergency 
in every other 


is necessary to allot certain 
We have tried to allot 42 percent 


cars to 
farmers who have no other means of 


x «kk * x * * 
New 1942 C for Sale in Flint 
ATT TE AT TR ES EENRARNNEENNREERETTTT 

—Here’s How to Get O 
ere’s rio o ve ne 
LL NEW 1942 passenger automobiles in Flint dealer show- groups of persons than most people realize. As a service 
rooms are not “frozen.” There are various models of to the citizens of Flint, the undersigned automobile dealers 
every make available for sale. They are to be sold, of course, herewith list the types of persons to whom new cars may be 
under the regulations of the government rationing program. released and for whom they will be glad to help fill out 
The first step in any sale is for eligible buyers to fill out the applications. If you are in the market for a new car, please 
proper application form. “Eligible buyers” include larger read this list carefully... 
PRINCIPAL ELIGIBLE GROUPS GENERAL REQUIREMENTS 
GROUP A—Physicions, Surgeons, Visiting Nurses, and Farm Veterinaries When required for professionol services 
GROUP B—Regularly practicing ministers of a religious faith Same requirements as above 
GROUP D—Persons engaged in Fire-Fighting Service When required in direct line of duty 
GROUP E—Persons engaged in Police Services When required in direct line of duty 
GROUP F—Persons engaged in Public Health Services When required in direct line of duty 
GROUP G—Persons engaged in Mail Services When required in direct line of duty 
GROUP H—Persons furnishing transportation to the public When required in the interest of Public Safety and convenience 
GROUP 1!—Persons engaged in highway construction and maintenance When required in direct line of duty 
of equipment 
GROUP J—Persons engaged in the prosecution of the war, directly or When required for transportation, to and from, or within factories, 
indirectly, including executives, engineers, technicians and power plants, transportation or communication facilities, farms, lumber 
workers (also in allied industries and services) comps, mines, military or naval establishments—when the work done 
at such places of employment is essential, directly or indirectly, to the 
prosecution of the war, providing proof of necessity is established 
GROUP L—Persons transporting produce and supplies to and from a When applicant does not own or possess a truck or other practicable 
farm means of transportation 
GROUP M—Troveling salesmen When required in selling machinery or equipment to farms and fac- 
tories, mines, oil wells, lumber camps or similar productive establish- 
ments. And of foods and medical supplies, providing proof of neces- 
sity is established 
GROUP N—Persons delivering newspapers When required for wholesale delivery 
IMPORTANT NOTE: in the event you are engaged in an essential service, directly or indirectly connected 
with the prosecution of the war—even though you are not listed in the groups mentioned—you are cordially in- 
vited to call upon any of the undersigned dealers for assistance in filing your application for a new car. 
* * * 
ee 39 
See Any of These Dealers Today for the Facts on “How to Get a New Car 
BUICK MOTOR DIVISION, FLINT BRANCH DAVISON-APPLEGATE CO. ERBAUGH AND SULLIVAN 
601 N. Saginaw St. 917 S. Saginaw St. 1016 S. Saginaw St. 
GENESEE MOTORS, INC. VICTOR L. GEORGE LIPPINCOTT MOTOR SALES, INC. 
1409 N. Saginaw St. 1900 N. Saginaw Sr. 1410 N. Saginaw St. 
MARSHALL AUTO COMPANY ERIC REED SALES & SERVICE SUMMERFIELD CHEVROLET CO. 
119 E. Court St. 833 N. Saginaw St. 2712 N. Saginaw St. 
x *« * «x * * 


COOPERATIVE ADVERTISEMENT which Flint (Mich. 
ad is being sent by Packard to all its dealers 


Ickes Plan Seen 
Partial Relief for 


Fuel in East 


NEW YORK.—Petroleum Coor- 
dinator Ickes’ new tank car-pipe- 
line plan to increase movement of 
oil to the Eastern seaboard will 
put a sizable dent in this area’s 
threatened shortage, oil men said 
last week, but rationing of gaso- 
line and continuel restrictions on 
fuel oils still was indicated. 

Reversal of the flow of oil pipe 
lines, now moving petroleum 
products from eastern refineries 
westward, would be in line with 
industry suggestions and studies 
made last summer. 

Cost was the reason the in- 
dustry hesitated to consider mar- 
shalling an army of railroad tank 
cars from the Middlewest or 
wherever they might be spared. 
They compared the Texas-to-New 
Jersey railroad rate of $2.37 a bar- 
rel against 12 cents by tank ship. 


WPB Freezes Bicyles; 


Essential Users First 

WASHINGTON.—Alarmed at the 
“terrific rate” at which bicycles 
were being sold, the War Produc- 
tion Board froze bicycle stocks in 
the hands of retailers, wholesalers 
and manufacturers at midnight 
Thursday. 

The freeze order applied to all 
adult bicycles except those actually 
in transit at the time the order 
went into effect. Frozen stocks and 
future production will be made 
available on the basis of essential 
needs with defense workers getting 
first call, essental civilian needs 
second, and then any one else, if 
more are available. 


Burwell Expands 
SPARTANBURG, S. C.—Ernest Bur- 
well, Inc., Chevrolet dealer, has taken 
over the Pontiac dealership here, suc- 
ceeding the Hancock Motor Co. 


7 = fest me, puiee oe pncustry, 
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as a suggestion. 


) dealers ran last week to stir up interest in new cars. The 


Studebaker Field Forces 
Help Facilitate Rationing 


SOUTH BEND. — Studebaker’s 
field organization, which has been 
maintained at full strength for 


work with its 
dealer organiza- 
tion, has been 
given the pri- 


with dealers and 
rationing boards 
throughout’ the 
country to help 
facilitate the re- 
tail movement of 





cars under the 
K. B. Elliott rationing pro- 
gram. 


Instructed by Kenneth B. Elliott, 
Studebaker’s vice-president in 
charge of sales, to make their 
services available in every proper 
way, Studebaker regional and dis- 
trict managers are working with 
their dealers to bring about a 
clear understanding on the part of 
all concerned, including the public, 
of the purposes sought through the 
rationing procedure. 


“We have been officially informed 
by the Office of Price Administra- 
tion of its policy to expedite the 
movement into the hands of eligible 
users, during the 12 months from 
March 1, of cars in dealers’ stocks 
subject to the rationing order. 
In view of the limited distribution 
of cars during March, we have felt 
that no more important service 
could be rendered by our field or- 
ganization at this time than that 
of cooperating as fully as possible 
in clarifying the car rationing plan 
and its objectives,” stated Elliott. 


“With this rationing program 
for new passenger automobiles 
constituting the established method 
for their distribution, it is in the 
interests both of dealers and of the 
public, and certainly helpful to 
local rationing boards, to have the 


mary assignment 
of cooperating 


“Sparks” 










Rationing Sales Kit 
Aids Campaign 

SOUTH BEND.—A “back to 
action” campaign is _ being 
waged by Studebaker dealers to 
promote the sale of new cars to 
eligible users under the ration- 
ing program, according to C. S. 
Fletcher, Studebaker’s general 
sales manager 

“Factory-prepared material for 
the drive has been furnished to 
the dealer organization in a 
Rationing Plan Sales Kit,” he 
said. “These kits include win- 
dow posters, showroom wall 
posters and price charts, pocket 
folders for salesmen, and sup- 
plies of an eight-page booklet 
and four page miniature news- 
paper for showroom and direct- 
mail distribution.” 























plan function smoothly in fulfilling 
ts purpose. 

“Our direct purpose,” Elliott con- 
tinued, “is two-fold; first, that of 
assisting in clarification for our 
dealers of the rationing program 
objectives as officially stated by the 
OPA; second, assistance to the 
public in determining eligibility 
for the purchase of new cars and 
in making applications before local 
boards.” 





Fedders Sells Plant 


BUFFALO, N. Y.—Fedders Mfg. Co., 
Inc. has sold its automobile heater and 
radiator plant in Owosso, Mich., to 
Bendix Aviation Corp. as an agent for 
the U. S. Defense Plant Corp., Presi- 
dent Theodore C. Fedders discloses 
here. The Michigan plant, built in 
1939, had been out of production be- 


cause of the curtailment of automobile 


manufacturing. 


Chris Sinsabaugh’s sparkling 
column is read by _ the 
“‘wide-awake”’ in industry. 
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You wouldn’t think barrels and buses had much in common. They do, 





though, for each is used in transportation, and each uses the same basic 
material. They’re both made of N-A-X HIGH TENSILE, the low alloy 
steel that can be cold formed with all the ease of mild carbon steel, and 
welded easily, by any of the standard methods. 

In the case of buses, the use of N-A-X HIGH TENSILE permits 
a reduction in dead weight, and an increase in payloads. Then, this 
remarkable low alloy steel gives rolling equipment longer life and greatly 
reduced maintenance cost. The unusually high resistance of N-A-X HIGH 
TENSILE to impact and fatigue—assures this—regardless of weather 
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High Tensile 


(9115) 


conditions, whether in sub-zero cold or blistering heat. 

For barrels, N-A-X HIGH TENSILE permits a reduction in weight 
with little or no increase in cost. They can and are being cold formed and 
welded readily, easily. They last longer, too, for they have greater re- 
sistance to abrasion and shock, resulting from constant handling. 

N-A-X HIGH TENSILE, the really superior low alloy steel, has 
been and is being used successfully in hundreds of exacting applications. 
A Great Lakes engineer will give you full information about the use of 
N-A-X HIGH TENSILE in your products. Telephone, wire or write 


for one today. No obligation. 


Send for Booklet on our N-A-X 9100 Series —the Versatile Alloy Steel 





| 
| LIST OF PRODUCTS 
| Hot Rolled strip (down to 1 inch wide) . . . Hot Rolled Strip Sheets (up to 91 inches wide) . . . Spring Steel (carbon and alloy)... 


Merchant Bars . . . Forging Bars . . . Automobile Bumper Sections . . . Bar Mill Sections . . . N-A-X HIGH TENSILE Bars, Shapes, 
| Sheets, Billets... Sheet Bars... Hot and Cold Rolled Sheets... Michigan Metal for Vitreous Enameling ... Deep Drawing 
| Quality (in all grades, widths up to 91 inches) . . . Stran-Steel Metal Framing for Residential and Commercial Construction. 








GREAT LAKES STEEL CORPORATION—DETROIT, MICHIGAN 


Sales Offices in Principal Cities 





division of c” 


NATIONAL STEEL CORPORATION 


Executive Offices, Pittsburgh, Pa. 
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Mass. Dealers 
See No Hope of 
Selling Quota 


BOSTON. — That the Massachu- 
setts quota of 4,092 new cars for 
the first three months will not be 
delivered, is the prediction of auto- 
mobile dealers who have  beex. 
keeping a close watch on the situa- 
tion. Henry Parkman, Jr., state 
rationing administrator, said that 
only 234 new automobiles had been 
delivered in the State since March 
1. He said this was due to the 
small number of _ applications 
rather than the failure of county 
boards to grant certificates. 


One big factor why many did 


not apply for certificates was that , 


they did not see anywhere the 
classifications of who were eligible. 
Some dealers say that the federal 
government should have used some 
advertising to let the millions of 
owners know who were eligible. 
Other owners heard that restric- 
tions were so many they felt it 
would be a waste of time to try to 
get certificates. 

The statement in Washington by 
Leon Henderson that tires might 
he taken off owners’ cars scared a 
lot of people who might have 
sought new vehicles. It really put 
a stop to the sale of used cars 
right away, and many owners tele- 
phoned dealers and offered to sell 
their cars. 


18 Cars Destroyed 


ABERDEEN, Wash. — Eighteen 
automobiles and about 100 tires 
were destroyed by a fire which 
swept the Wakefield Automobile 
Co. last week, with a loss of 
$40,000. A blow torch ignited 
paint thinner and caused the blaze. 


To feel the pulse of the industry, 
consistent reading of Automotive News 
is a necessity. 
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Rationing of Trucks 
Is Bogged Down 


(Continued from Page 1) 





C. W. WACKER, representative of the original equipment tire division of 
B. F. Goodrich Co. in its Detroit office, has completed 30 years of service with 
his organization and is shown here on the left receiving his 30-year service 
pin from G. E. Brunner, general manager of the division. 





U.S. Rubber Shortage 
Is Called Unreal 


WASHINGTON.—Asserting there 
is no rubber shortage, Elliott E. 
Simpson, New York independent 
rubber dealer, told the House Inter- 
state Commerce Committee last 
week that scrap supplies were 
ample to meet every military and 
civilian need. 

He challenged government esti- 
mates that there are only 500,000 
tons of scrap available and said 
the supply was between 10 and 20 
million tons. 

Simpson called for a congres- 
sional investigation of the War 
Production Board’s rubber division, 
charging that it was packed with 
dollar-a-year men who knew 
nothing of the rubber industry. 

“There is no need to restrict the 
use of civilian requirements of 





he said. “Scrap rubber in dump 
yards lying around the country is 
sufficient to give them every re- 
tread tire and every rubber product 
they need for the duration of the 
war, without in any way affecting 
requirements of the government 
for national defense.” 

Simpson said rubber could be re- 
claimed at least four times, declar- 
ing the Germans had proved this 
in the first World War. 

While testifying chiefly on the 
scrap rubber situation, Simpson 
was questioned on the possibility 
of obtaining crude rubber from 
Mexico, Brazil, other South and 
Central American countries and 
Africa. 

There is a great growth of wild 
rubber in Brazil, home of the rub- 
ber tree, he testified, which he said 
only needed tapping. 













For many years the Timken Bearing Equipped symbol has been 
known as “the symbol of quality”"—‘“the symbol that identifies 
better machines and better selling machines”—wherever wheels 
and shafts turn. 
Now it has taken on a new significance; for through the vital 
association of Timken Bearings with American armaments—with 
tanks, trucks, armored cars, guns, airplanes and the machines 
that make them—it has become the Symbol of Victory. 


Make it the symbol of your victory over friction; wear; radial, 
thrust and combined loads; and misalignment of moving parts 
in any machine you manufacture or buy—now and in the years 
of post-war competition. 


THE TIMKEN ROLLER BEARING COMPANY, CANTON, OHIO 





upon a feeling that, _because the 
government authorities guessed 
wrong about the size of the stock- 
pile of vehicles in the hands of 
dealers by some 46,000, they should 
be extremely careful in putting the 
stamp of approval on applications. 
When rationing first began, it was 
announced by the WPB that there 
were approximately 196,000 com- 
mercial vehicles in the dealer 
hands. It is understood that this 
figure has been revised down to 
about 150,000 vehicles by govern- 
ment men, although industry au- 
thorities feel that even this figure 
is high by about 25,000 units. 

Using the present approved figure 
set by government men, however, 
it is seen that if the rationing 
boards do not pass requests to buy 
at a faster rate than they were 
released in the first three weeks, 
we would have trucks in our stock- 
pile for over 14% years. 

With the mortality of trucks 
figured at approximately 1,000 
vehicles a day at the present time, 
it is seen that it will take at least 
330,000 trucks to replace the trucks 
sent to the boneyard this year 
alone. Executives in WPB realize 
this fact and also realize that this 
nation is facing a very difficult 
transportation problem in the very 
near future—in fact more than one 
government man has admitted that 
more trucks for civilian use might 
have to be built this year in order 
to prevent a serious bogdown in 
our national transportation system. 

It is for this reason as well as 
to supply trucks for strictly mili- 
tary use and lend-lease that the 
truck production lines have been 
left intact. But what these govern- 
ment men seem to fail to take 
into consideration is that it will 
take any of the truck builders at 
least 90 days to obtain sufficient 
fabricated material to get into 
volume truck production. 

Another thing that is seen as not 
being realized by the rationing au- 
thorities is that in many vocations 
it is not only impractical but al- 
most impossible for a truck user to 
get 20 hours or more use per day 
out of his trucks. We can well 
appreciate what would happen if 
a wholesale meat truck would pull 
into an army camp at 2 o'clock 
in the morning and demand that 
they accept his cargo and unload 
it immediately so that he could 
keep on delivering to satisfy a 
super-critical demand on the part 
of a rationing board. Yet it has 
come to our attention that applica- 
tions have been turned down be- 
cause the user could not show that 
he could utilize the vehicle for 
over 10 hours a day. 

A request for school bus chassis 
by the school authorities in North 
Carolina, one of the states re- 
nowned for its consolidated school 
system, is understood to have been 
turned down because it was felt 
by the rationing board that chil- 
dren should be made to walk to 


Dealer Making 
Warning Device 


MINNEAPOLIS.—Woodhead Co. 
has turned its showroom into a 
small factory, where a _ dozen 
mechanics are assembling a warn- 
ing device that blows a car’s horn 
when a thief jacks up a wheel or 
steps onto the running board. 
Currently the company is selling 
about 500 of the devices daily, ac- 
cording to John Woodhead, presi- 
dent of the dealership. 

“We've got salesmen out over 
the state, and in Wisconsin and 
Iowa. They’re selling more than 
we can send them,” Woodhead 
declared. 

“I don’t know how long the spurt 
will last—maybe a couple or three 
months, maybe longer. Maybe it’s 
a flash in the pan—but it’s a very 
nice flash as far as we're con- 
cerned. 

“It is fine for some of our former 
car salesmen, too. Some of them 
are selling these things, now that 
there aren’t any cars to sell.” 

The device, Woodhead said, was 
perfected by his brother Richard, 
vice president of the company. 








school as they used to do in the 
days of Abraham Lincoln. It’s 
good for them, by gosh. But ac- 
cording to the most reliable ay- 
thority known on _ consolidated 
school operation, Dr. M. § ¢ 
Noble, author of “Pupil Transpor- 
tation of the United States,” th; 
average consolidated school by 
route is 14 miles. If these advo 
cates of the return to the litt) 
red schoolhouse which used , 
squat in every township schox ' 
district, can replace the cor 
solidated schools with distri: 
schools, walking and learning ; 
the same day might easily be a, 
complished. 

Truck rationing and the tru: 
rationing forms will have to be 
vised and made more. practic: 
before it is going to be efficie: 
and prevent serious transportati< 
losses, it is thought by man 
transportation experts whe ha: 
watched the present system clos: 
It is also thought that the pers: 
nel of the present rationing offj- 
will have to be increased and pn 
offices added if we don’t run i; 
irreparable damage to the effici: 
movement of essential mater: 
and people. 

And last but not least Jose: 
Eastman and his aids will hav> : 
shake some of the “rate-mir.:: 
ICC officeholders out of their pr 
ent state of lethargy and “go }~ 
the letter of the rule” attit::-., 
before essential haulers wil] |» 
permitted to purchase the vehic!«s 
that may mean the difference he- 
tween getting our war producticn 
job done and having it tied up »y 
lack of transportation. 


In This Corner 


(Continued from Page 4) 





disapproved application made by 
the Department of Public Works 
of our city covering a dump truck 
ordered by the the Sanitary Divi- 
sion last Dec. 1, and shipped by 
our factory Dec. 30 just in time 
to be frozen. 


If I can read English this truck 
clearly comes in Class 1 in connec- 
tion with Public Health and Safety, 
yet the Allocation Officer dis- 
approved the application as “not 
to be used in the performance of 
essential service in connection with 
the war effort.” Where does the 
classification list anywhere specify 
that a vehicle to be used for street, 
sewer and catch basin cleaning by 
a municipality also has to be used 
for war work? Well after all why 
should this “efficient” ICC officer 
whose job is protected by civil 
service from Washington give a 
damn whether the streets and 
sewers of Jamestown are ever 
cleaned; he doesn’t live here. 

Lastly, the tradein involved is a 
twelve-year-old Ford Model A 
which has to come in frequently 
on the end of a tow rope with 
consequent loss of man hours, yet 
the Allocation Officer states “appli- 
cation does not clearly show that 
the replaced vehicle is TOTA!LY 
incapable of being repaired,” is 
there such a thing as any piece of 
equipment being TOTALLY in- 
capable of being repaired. [he 
printed regulation says velivle 
must be “incapable of being *- 
paired to serve your pur; 
which is quite different in mea” “2 
from totally incapable of » °2 
repaired. 

If this kind of a transaction 
not be approved I am sure thai 
rest of our applications on file 
of which by the way involve t: 
specially ordered and equipped 
in due course be returned 
approved. 


Under such circumstances, 
are dealers ever going to 
pose of their new truck iv 
tories?—Ralph W. Austin, | 
dent, Ralph W. Austin, 
Dodge-Plymouth) , Jamest: 


40 MPH in Canada 
OTTAWA—A speed limit of 40 
an hour will be adopted throu 
Canada, Munitions Minister 
Howe declared last week. 















| | Here’s the Answer to your Questions about 

TAKING CARE OF YOUR CAR IN WARTIME—this Profusely 
; Illustrated 64-page Booklet shows you How to Use 
k 
» fi your Car and How to Service It to Get the Longest 
e ; 
k Possible Life. And it’s FREE— yours for the asking. 
a 
: UR entire production effort in General 
. Motors is now concentrated on build- HOW’S YOUR CAR «I. Q.”? 
t ing the weapons of victory. Answers to these questions represent just 
y part of the helpful information to be 
y We are not making any new cars for your oan ee Ce Teen. Taw anny oe 
A ; you know? 
i use. But, with your GM dealer, we are defi- ——— ee ee ee 
d nic _y inceresied in helping you get the most economy? 
oY : hi ” 

you mm the car you already own. Does motor oil ever “wear out”? 

a What is the purpose of the Octane 
9 Months before Pearl Harbor, the General —_ 
th OGCEe eres Tees ees ae See What things should never be oiled or 
: Motors Customer Research Staff was busy on greased? 


this booklet which has that purpose. 


n- Now that national need requires all of us to 
le make the best possible use of our cars, this 
° booklet earns a place alongside your First 
3 Aid manual, Civilian Defense pamphlets and 
other special wartime literature. 


| GENERAL Motors 
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Helpful Wartime Suggestions 
sponsored by General Motors 


and General Motors Dealers 








It covers everything from gasoline mileage to the care of up- 


holstery— it tells you how to get the maximum use from tires, 


batteries, brakes, clutch linings—gives hundreds of tips that 














What is the most common cause of 
tire failure? 


How do you make an accurate gasoline 
mileage test? 


Why should you “idle” 
a hot engine before turn- 
ing off the ignition? 


What is “sludge” and 
how can it be prevented? 







<<~<~< 
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Name 


Address 


you'll find mighty useful in wartime driving. 


This booklet will show you how to cut the cost of operating 
any automobile—whatever the make or model—how you can do 


your full part in saving tires, gas- 
oline, oil and other essential mate- 
rials. Our dealers stand ready to 
back up its suggestions with 
prompt and efficient service. 


It is offered to you entirely with- 
out cost and General Motors feels 
that it is the kind of helpful, 
informative manual every person 
now driving should have. 


Ask any General Motors dealer for 
your copy today or mail the cou- 
pon below. 
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SEE ANY GENERAL MOTORS DEALER OR MAIL THIS COUPON TODAY 


Customer Research Siaff, 
11-230 General Motors Building, Detroit, Mich. 


I would like very much to have a copy of your booket, “The Auto- 
mobile User's Guide,” which I understand you offer without cost 
or obligation on my part. My car is a 19 


MOGEL nccecteeneas 





(make)*. 


(Please print) 


*NOTE: Our only reason for asking for this information is to make 
sure this booklet goes to those who can use it, i. ¢., car owners. 
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RFC Awards 
Contract for 


Synthetic Rubber 


(Continued from Page 1) 


for would be in operation by the 
end of 1943 if there are no unfore- 
seen delays. The contracts were 
signed by Rubber Reserve Co. and 
Defense Plant Corp., subsidiaries of 
the Reconstruction Finance Corp. 


Companies to participate in the 
program are the Atlantic Refining 
Co., Carbide & Carbon Chemicals 
Co., Celanese Corp. of America, 
Cities Service Oil Co., Dow Chemical 
Co., E. I. du Pont de Nemours Co., 
Firestone Tire & Rubber Co., B. F. 
Goodrich Co. Goodyear Tire & 
Rubber Co., Gulf Oil Co., Humble 
Oil Refining Co., Hycar Chemical 
Co., Koppers Co., Monsanto Chemi- 
cal Co., Phillips Petroleum Co., 
Pure Oil Co., Richfield Oil Corp., 
Shell Union Oil Corp.,Socony- 
Vacuum Oil Co., Inc., The Texas 
Co., United States Rubber Co., and 
the Standard Oil companies of 
Indiana, New Jersey and Louisiana. 


For a fresh automotive viewpoint, 
read George M. Slocum’s ‘‘A Word in 
Edgewise.”’ 
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ASSAULT BOATS for the United States Marines, constructed in a Goodyear 
factory, are shown in near-complete form, Pe see to being supplied Uncle 


Sam’s “soldiers of the sea.’’ While designe 


for tough, rugged, abusive service, 


these boats when deflated are the ultimate in compactness, are extremely light 
in weight in relation to the loads they will carry. 


Iowa Dealers to Hear 
McCormick, Chamberlain 


CEDAR RA: IDS, Ia.— National 
Automobile Dealers’ Association 
officials will address the state con- 
vention of the Iowa Automobile 


Forward Planning 
Brings Results / 


NO DOUBT YOU have seen the advertisements which invite 
the motor car owners of America to avail themselves of the 
advantages of Pontiac Prescribed Low-Cost Service—which 


is offered by Pontiac dealers. 


These advertisements are appearing regularly in leading 
magazines, in nationally-known metropolitan newspapers 
and in some 1700 additional daily and weekly publications. 


Povtiac 
gyre RIBED 


LOW 


COST 


SERV 


is a modern, low-cost maintenance plan that was developed 
in our factory Service Department and proposed to Pontiac 
dealers months before the first bomb fell on Pearl Harbor. 

Sensing its basic advantages—not only to themselves but 
to their owners—Pontiac dealers almost unanimously 
agreed to put it in operation as soon as possible. 

That this was sound procedure is indicated by the exceed- 
ingly favorable customer-labor and parts volume now being 
reported by key Pontiac dealers whose status usually fore- 


casts a national trend. 


Instead of a plan hastily contrived to meet the emergency, 
Prescribed Service is an example of forward planning in the 
interest of two great groups whose continued welfare will 
always be uppermost in our mind—Pontiac dealers and 


Pontiac owners everywhere. 


PONTIAC MOTOR DIVISION, GENERAL MOTORS CORPORATION 


Dealers Assn., to be held at the 
Montrose hotel here Apr. 6, 7, with 
500 to 600 persons in attendance. 


Among the headliners at the con- 
vention will be Cyrus McCormick, 
price executive of the automobile 
and truck section of the Office of 
Price Administration. McCormick 
will speak on Apr. 7, the main con- 
vention day. 


A directors’ meeting and dinner 
are scheduled for Apr. 6. 


Theme of the convention day will 
be “service and _ conservation.” 
W. H. Mason, director of public 
relations for the General Tire & 
Rubber Co., and Nathan Schiffer- 
man, public relations director of 
Sears Roebuck Co., will deliver 
addresses. 


Lieut. Gov. B. B. Hickenlooper 
will give the address of welcome; 
and Ben Sanders of Des Moines, 
president of the Iowa Automobile 
Dealers Assn., will preside. 

NADA officers, who will take 
part in the program, will be Ray 
Chamberlain, executive vice-presi- 
dent; Herman Goodwin, of Hunt- 
ington, Ind., regional vice-presi- 
dent; and C. A. Morris, of Water- 
loo, Ia., Iowa director. 

Sanders, state president; 
Spatz, secretary and manager of, 
the Iowa association, and O. F.| 
Sulley, treasurer, will give their ' 
reports at the morning session. 
Short addresses are also scheduled 
from Tom B. Roberts, association 
attorney; Marvin Winnie, of the 
Iowa state motor vehicle depart- 
ment; and Glenn O. Fletcher, of 
the Linn county rationing board. 

A special event will be a service 
symposium participated in by Joe 
Morris, Waterloo; S. E. May, of 
Pocahontas; and A. B. Chambers, 
of Des Moines. 


Hudson Nets’ 
$3,756,418 


DETROIT.— Hudson Motor Car 
Co. and its domestic and Canadian 
subsidiaries report a net profit of 
$3,756,418.26 for the year ended 
Dec. 31, 1941, after all charges in- 
cluding depreciation, interest and 
provision of $83,700 for all federal 
and state income taxes. 

No provision is required for 
excess profits tax. 


Six Directors Named 


In Hupp Setup 

DETROIT. — A_ reorganization 
plan was approved last week by 
Federal Judge Frank A. Picard 
for the Hupp Motor Car Co. whose 
financial affairs have been a mat- 
ter of litigation for 10 years. 

The plan includes appointment 
of six Detroiters as directors with 
the probability that a seventh will 
be selected and a chairman elected 
soon, a pledge to pay creditors 100 
cents on the dollar, payment of 
$100,000 in taxes and substantial 
reduction in a Federal loan. 

The directors are Willard F. 
Rockwell, J. W. Rothmeyer, Wil- 
liam B. Mayo, Bigham D. Edlen, 
Charles H. Awkerman and Trustee 
John Murphy. 


Ray | 


Berg Resigns 


ALBANY, N. Y.—Treadwell K. Berg, 
manager of the Empire State Auto- 
mobile Merchants ssn., Inc., has 
resigned but will continue as legisla- 
tive representative for the balance of 
the legislative year. 
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first bonderized—a chemical treat- 
ment which rustproofs the surface 
—and then were run through three 
silver plating baths. Cost is not 
excessive because of the relatively 
thin coating of silver applied. 

Exterior parts were further 
treated by plating indium over 
the silver, baking to alloy the 
two metals, and then coating 
with two coats of clear enamel 
which also was baked. The proc- 
ess produced comparable finishes 
to chromium-plated parts—even 
better according to some engi- 
neers—required none of the 
critical copper, nickel of chro- 
mium. The process was devel- 
oped with the cooperation of 
silversmiths and metal experts 
from a manufacturer of band in- 
struments. 

While the process now is appa- 
rently pigeon-holed for the dura- 
tion, it is still something to try 
when cars are once more coming 
from assembly lines. Likely if it 
had ever gone into production, the 
WPB would have issued new 
limitation orders on silver, because 
its theory is based fundamentally 
on stopping bright trim on auto- 
mobiles, not on conserving metals. 

* * # 


Stored Machines 


Seen Doomed 

Two million dollars was set aside 
out of income of General Motors 
Corp. in 1941 to cover the cost of 
removal, storage and retention of 
special tools to be used in civilian 
automobile production after the 
war. It is this department’s pre- 
diction that these tools will for the 
most part never see any civilian 
automobile production again—for 
two reasons. One is that the in- 
tense demand for scrap may 
magnetize these tools into melting 
furnaces for war products. The 
other is that when civilian auto- 
mobile production is resumed, new 
designs and new materials will 
have reached the point where it 
will be just as economical to draw 
up and tool for a brand new model 
as it will be to resume with 1942 
models. 

As a matter of fact, the matter 
of economy may prove to be just 
incidental. Comes the day when 
the war is over, and some 


enterprising automobile builder | 


puts his draftsmen and engineers 
to work evolving a new concept 
of an automobile, making use of 
aluminum, magnesium, plastics, 
light-weight alloy steels and 
other “war babies.” They will 
come up with a design which is 
so far ahead of the present 1942 
model, that it may prove to be 
suicide for anyone to stick to the 
present version. 
* * * 


Needler Held 
Most Effective 


A factory manager in one of the 
larger plants around Detroit sums 
up the Nelson Production Drive in 
about the following words: “You 
can poster a guy to death, but that 
won’t make him ‘cut the buck.’ 
A good needler is about the only 
thing to keep some guys ever- 
lastingly at it.” 

Translated that means that 
plastering the plant with pro- 
duction-stimulating posters and 
signs has no effect on some 
workmen as far as speeding up 
their work is concerned. A fore- 
man who keeps after his men 
continually to work steadily often 
brings better results. 

* * * 


Necessary Retooling 
A Big Problem 


One of the difficulties, already 
widely foreseen among manufac- 
turers, of setting up mass produc- 
tion methods for war equipment is 
the fact that mass production pre- 
supposes frozen designs, so that 
tooling can be designed to accom- 
modate one single type of product. 
However, in war, if the enemy 
advances a design one step, you 
have to go him one better if you 


are to assure victory, which means 
retooling for the advanced design. 

This has long been a knotty 
problem in aircraft production, 
although right at the moment 
there are perhaps half a dozen 
basic designs frozen for mass 
output. The same problem is 
met in other types of equipment 
—tanks, for example. The Chrys- 
ler M-3 tank was in production 
no longer than six months, when 
a complete redesign was made 
and extensive retooling neces- 
sitated. = 

War Department has asked Ford 
to hire about 12,000 women out of 
the 60,000 to be employed eventu- 
ally at the Willow Run (Mich). 
bomber plant. More and more 
women are being rushed into 
service in the large West Coast 
airplane plants where they are 
found to be invaluable where 
manual dexterity is required. In 
one plant there a woman has even 
been given the job of operating an 
industrial truck for hauling mate- 
rials and parts around the plant. 


Packard Sales 
Hit 100 Million; 
Profit Rises 


DETROIT. — Sales. exceeding 
$100,000,000 in 1941 produced a net 
profit for Packard Motor Car Co 
and subsidiaries of $2,061,323, after 
all charges, including depreciation, 
federal taxes and after providing, 
out of 1941 profits, a reserve of 
$2,100,000 for possible losses arising 
from government restriction of 
'car production during the latter 
| part of the year and subsequent 
{total discontinuance of production 
|in February, 1942. 

“But for such a reserve,” the re- 
port states, “earnings would have 
| been approximately $4,100,000.” The 
| tax reserve was $1,300,000. 

The 1941 profits were equal to 
14 cents a share on 15,000,000 shares 
of common. 

The profit for 1940 was $774,147 
'or 5 cents a share after tax re- 
serves of $475,000. Sales that year 
|) totaled $69,235,169. 


Chevrolet Names Brent 


To Head Merchandising 
DETROIT. — William E. Holler, 
| Chevrolet general sales manager, 
| announces that T. E. Brents is now 
/manager of the sales merchandis- 
|ing department, succeeding E. F. 
| Hayes, who is promoted to zone 
|manager of the Oklahoma City 
| Zone. 

| Hayes succeeds H. Z. Wellinger, 
| who was recently named to the 
| Detroit Defense Section of the 
| Operating Staff of the General Mo 
tors Corporation. 
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CHEVROLET'S ‘CAR 
CONSERVATION PLAN 


TWO 
tory” motorists can 
pesehase of United States 

nds and an investment in 
tion of car life. More than 8, 
rolet dealers throughout the couatry 
will soon display a 40 x 60-inch window 
poster similar to the illustration above, 
urging the purchase of bonds and _pro- 
moting the Car Conservation Plan, 
launched by Chevrolet. 


“CONTRIBUTIONS to vic: 
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the 4th Dimension 
Agency Procedures Streamlined; 


More Switches 


By Pete Wemhoff 


Streamlining 

As a result of the diversion of 
numerous industries to war work 
and a consequent decline in their 

advertising, agency procedure is 
beginning to go through a stream- 
lining process with numerous 
changes in copy, it is noted by the 
New York Times. 

Some of the services, such as 
extensive pre-testing of copy, 
preliminary to broad national 
campaigns, are being abandoned 
for straight sales testing, and 
other processes, which have been 
costly to agencies in the past are 
being dropped, it was said. 

The current insistence that ad- 
vertising produce sales to the full- 
est possible extent will result in 
more factual and down to earth 
advertising, with many of the 
frills of recent years eliminated, 
agency men said. Some institu- 
tional copy is still bad, it was 
thought, and the patriotic theme is 
being overdone in many cases, but 
a definite improvement is starting. 


Advertising can make so many 
worthwhile contributions to civilian 
life under present conditions that 
there is no need for extravagant 
claims or “flossy” ads, it was said. 


Sticking 

Despite the fact advertising 
appropriations in Detroit have 
been drastically cut and in a 
number of instances wholly eli- 
minated, Crowell-Collier Publish- 
ing Co., through E. A. Schirmer, 
its Detroit manager, announces 
that its office here will be 
maintained, even if its advertis- 
ing volume is way down. 


Upped, Too 

American Home follows the 
trend, announcing that effective 
with the September issue it will 
increase single-copy price to 15 
cents; subscription price, $1.50 a 
year; two years, $2.25; three years, 
$3 


Advertising rates are based on 
2,250,000 net paid, whereas claim 
is made it’s well in excess of 
240,000, with newsstand sales at 


all-time high. 


Now SAE 


Ray C. Sackett, retiring as head 
of the public relations department 
of MacManus, John & Adams, De- 
troit advertising agency handling 
Pontiac, Cadillac, Champion Spark 
Plug and Dow Chemical in the 
automotive field, has joined the 
headquarters staff of the Society of 
Automotive Engineers. 

His offices are in the New Center 
building, Detroit, and his job is to 
accelerate the SAE war program. 


Named 


George Romney, managing direc- 
tor of the Automotive Council for 
War Production, announces the 
following appointments: 

James Cope, manager of the 
Washington office of the Automo- 
bile Manufacturers Assn., is to 
head the council’s Washington Re- 
porting Service, established to 
answer the needs of government 
for industry data and to report to 


$14,000,000 Returned 
to U. S. by Plane Maker 


KANSAS CITY.—J. H. Kindel- 
berger, president of North 
American Aviation, Inc., an- 


nounced last week that in- 
creased efficiency had reduced 
the cost of military planes to 
the extent that his company had 
returned $14,000,000 to the gov- 
ernment rather than accept it 


as profit. 

“The effect of our manufac- 
turing efficiency,” he said, “has 
reduced the cost of a plane 
83 1-3 percent over the cost of 
that same plane in the summer 
of 1940, when the cost of both 
labor and materials were lower.” 

North American has_ three 
plants turning out bombers for 
the government, at Inglewood, 

alif., Dallas and Kansas City. 





the automotive companies on de- 
velopments affecting the industry’s 
war efforts. 

William H. McGaughey, who has 
been editor of Automotive Facts, 
becomes manager of the council’s 
public relations department. 

Harlan V. Hadley, head of the 
Detroit office of the Wall Street 
Journal, is joining the public rela- 
tions staff as director of informa- 
tion services. 


Conservation 


To encourage motorists to use 
their cars as they need them, 
Standard Oil Co. of Indiana will 
run four large newspaper adver- 
tisements in April showing how to 
enjoy the full mileage built into 
cars and tires by getting the help 
of “Car Conservation Headquar- 
ters.” 

Services which will make cars 
last longer will be explained in a 
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One of the precision bearings 
being built today by Hyatt 
Bearings Division, General 
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WHERE ONLY a few weeks ago Chrysler passenger cars were rolling off 
the assembly line, today fire-pumpers are being assembled for the United States 
government. This picture shows the end of the new “line,’”’ with a fire-fighting 
unit getting its final okay before shipment. The progressive type of assembly 
is being used with the same conveyor that once carried passenger cars. These 
small and highly mobile units developed by Chrysler Corp. engineers have a 
capacity of 500 gallons of water per minute at 120 pounds pressure. The new 
assembly line is designed to handle 100 units a day. 


MOTIVE News feels highly com- 
plimented because Oldsmobile 
uses this paper’s format for its 
new monthly, The Round Table. 

It’s a clearing house of timely 
subjects and _ suggestions for 
Oldsmobile dealers. 


Standard Oil Dealers’ Approved 
Car Conservation schedule to be 
handed to motorists. 


Competition? 
Imitation is the sincerest form 
of flattery, it is said, so Avuro- 
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Newhall Czar 
Over Rubber 


WASHINGTON. — WPB Chair- 
man Donald Nelson last week 
named Arthur B. Newhall, former 
vice-president of Goodrich Tire & 
Rubber Co., as coordinator for rub- 
ber, with broad power to direct the 
“use, control or production of 
natural and synthetic rubber.” 

Newhall can be a virtual dictator 
over rubber, it was explained, be- 
cause he is bulwarked by Nelson’s 
sweeping powers to “determine the 
policy, procedure and methods of 
the several government agencies” 
now concerned with the acute 
rubber shortage. 


New Plates Banned 


WASHINGTON. — War Production 
Board last week banned the issuance 
by state or other local governments of 
metallic license plates except to new 
licensees and for small ‘‘date tabs’’ to 
be attached to plates already in exist- 
ence. Restrictions, embodied in Limi- 
tation Order L-32, do not apply to 
metal already cut or stamped on 
March 18 


Chris Sinsabaugh’s sparkling 
“Sparks” column is_ read y the 
‘“‘wide-awake”’ in industry. 








A series of loose, spirally 
wound rollers with a par- 
tial separator or cage... 
prototype of the Hyatt 
precision bearings of today. 





Sone Wesley Hyatt 


possible for the wheels of the 


first made it 

horseless car- 

riage to run faster than 15 miles per hour. 
He invented the world’s first practical, 


flexible, anti-friction roller bearing just fifty 


have made it possible to drive more miles, to 


weave more cloth, to move heavier freight, to | And for America! 


Motors Corporation, Harrison, 


New Jersey. 


THIS IS THE SOTH YEAR OF HVAT sos BEARINGS 


drill deeper oil wells, to raise more wheat. 
In short, to make more things more cheaply, 

for more people. Today Hyatt Bearings stand 

ready to protect this American way of life. 


Forty thousand feet up in a stratosphere 


years ago. fighter... Down in the mechanism of a battleship 
Now Hyatt Bearings have freed wheels from). or tank... or gun. Wherever wheels and 
friction everywhere. With the same power, they shafts turn in the Victory march, you will find 


Hyatt Roller Bearings fighting against friction. 
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WASHINGTON.—A series of 30 
actual cases in which automobile 
dealers, faced with extremely cur- 
tailed business as result of the 
cessation of passenger car produc- 
tion, have converted or were pre- 
paring to convert their shops and 
showrooms to war work was made 
public last week by the Office of 
Price Administration. 

The series is intended to answer 
the hundreds of inquiries from 
dealers who had read in their news- 
papers and trade papers accounts 
of the speech made March 13 by 
Cyrus McCormick, price executive 
of the OPA automobile and truck 
section, to the dealers of Miami, 
Fla. At that time McCormick gave 


Remolded Tires Pegged 


WASHINGTON. — Establishment of 
ceiling prices for remolded tires, at 
the same levels as those applying to 
regrooved tires in Maximum rice 
Regulation No. 107, was announced last 
week by John E. Hamm, acting ad- 
ministrator of the Office of Price 
Administration. 


71 years of pleasing 
service, ina location of 
unsurpassed conven- 
ience, have made our 
list of Return Guests 
the largest in Chicago. 
Home of the 


Famous 
EMPIRE ROOM 


a ae 
fO PALMER 
HOUSE 


CHICAGO 


State x Monrve*« Wabash 
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12—(194) Be ees a 
Dealer Conversion 


Cited by OPA 


14 specific instances of conversion 
and urged other dealers to get into 
war work. 

The dealer’s initiative and deter- 
mination are elementary pre- 
requisites in obtaining war work, 
the series indicates, and _ the 
examples are briefly case-historied 
in the hope that other dealers with 
similar problems will obtain from 
them some practical idea toward 
solution of their problems. 

Material for the _ illustrations 
given was accumulated by OPA in 
the course of its relations with 
automobile dealers. In making the 
cases public, OPA emphasized that 
it cannot advise dealers on con- 
tracts, nor answer questions con- 
cerning problems of conversion 
nor answer inquiries regarding the 
availability of war contracts or 
subcontracts. There are other gov- 
ernment agencies set up to assist 
in this work, including the Con- 
tract Distribution Branch of the 
War Production Board, which has 
120 field offices located in the 
centers of population all over the 
nation, and the Ordnance district 
offices of the War Department. 

The fallacy that all war work 
requires precision tools and skilled 
labor has discouraged many deal- 
ers from the conversion idea but 
the series shows that more simple, 
less mechanical operations, when 


/ surveyed and studied properly, can 


be performed by many dealers. 
But in nearly all cases the assist- 
ance of industrial engineers and 
legal counsel is called for. Engi- 
neering advice is available at the 
field offices of the Contract Dis- 
tribution Branch. Subcontracting 
exhibits, on view to all interested 
in manufacturing war items, are 
on display in some of the regional 
offices. Here the dealer can obtain 
considerable information as_ to 
what is needed in the war effort 
and often will be surprised to find 
he has facilities for assembly of a 
simple product. 

Small dealers, confronted with 
limited assets, will find the series 
on “pools” of interest. Cases of 
pools of small dealers, which in 
some instances are city-wide in 
effect, already in operation and 
competing for war contracts be- 
cause of their united financial and 
facility strength, are illustrated. 

The series also reveals that 
dealers can, when properly equip- 
ped, produce precision tool prod- 
ucts as wll as other machine shops. 
In one such plant, three months in 
operation, not one rejection was 
made. 


New Anti-Freeze 
Being Offered 


CLEVELAND.—Freeman Chemi- 
cal Co. here is offering a new anti- 
freeze called “60 Below,” for dis- 
tribution by a wholesaler in each 
county or large trading area. 

The product, made of non- 
critical materials, is in use this 
year in 19 states and Canada, ac- 
cording to R. Earl Burrows, sales 
manager of the company. 


28,000 More Trucks 


Allowed for War Use 

WASHINGTON.—WPB last week 
granted permission to manufacture 
28,000 medium trucks from inven- 
tories of fabricated and _ semi- 
fabricated materials. 

WPB explained that there was 
a large demand for these trucks 
for the army-navy board of 
economic warfare and other federal 
agencies. The war agencies must 
supply tires from their own stocks 
for the trucks. None of the new 
trucks will be sold for civilian use. 

The trucks, must have a gross 
weight between 9,000 and 16,000 
pounds. An earlier order had pro- 
hibited production of any truck 
with a gross weight of less than 
16,000 pounds after Feb. 28 and 
manufacturers later notified the 
board that they had materials on 
hand for approximately 28,000 units 
at that time. 


Half-Holiday Weekly 
VICTORIA, B. C.—Automobile me- | 
chanics in the city of Victoria and 
adjoining municipalities now have a 
weekly half-holiday on Saturday. A 
similar half-holiday has been in effect | 
in Vancouver since last fall. 


BRANDING TIME in the service de 


artment found these cowpunchers with 
iron. This method 


their station — having the Chevrolet emblem and their own initials molded 


into the sidewa 


of making it tough for “rubbr rustlers’”’ is offered b 


tire without in any way harming it. 


s of their tires with an electric brandin 


Chevrolet dealers as & 


means of discouraging theft and —— ineffaceable identification on every 
tire without in any way Barming Mee 


1% of Pool B Cars Set 
For Release by OPA 


WASHINGTON.—Certain classes 
of new passenger automobiles, now 
held in the government pool, may 
be released by the Office of Price 
Administration under Amendment 
No. 4 to Rationing Order No. 2A, 
announced 
E. Hamm, Acting Administrator. 
Pool “B” is made up of new cars 
which were not shipped by the 
manufacturer prior to Jan. 16, 
1942, to an agency other than one 
controlled by the manufacturer. 

The cars affected by the amend- 
ment are those which the OPA may 
determine will not serve the pur- 
poses for which the pool was 
created. The amendment also pro- 
vides for the removal of pool 
stickers erroneously attached to 
non-pool automobiles. The number 
of automobiles which will be re- 
leased under Amendment No. 4 
will probably not amount to as 
much as 1 percent of the pool total. 

As a condition to release of a 
car from the pool, the OPA may 
require the dealer or manufacturer 
to put another new car into the 
pool as a substitute. Even after 
an automobile is released, it still 


Stay on Jobs, 
Mechanics Urged 


CHICAGO. — Mechanics now 
employed in dealer service sta- 
tions will do the smart and 
patriotic thing by remaining at 
their jobs instead of deserting 
the automobile business for 
factory work, according to a 
poster prepared by the Chicago 
Automobile Trade Assn., now 
appearing in dealer shops. 

Bearing the heading, “To the 
Men in the Shop,” the message 
states: 

“What about the automobile 
repair business during the war? 
Maybe you’ve been giving some 
thought to it and saying to 
yourself or your wife: ‘Will this 
repair department I’m working 
in keep going during the war? 
Is my job important, or can I 
do more for my country else- 

Let’s discuss this sub- 


over 33,000,000 
motor vehicles in the United 
States. Perhaps a lot of them 
are going to be stored away in 
1943 or 1944 becare of lack of 
rubber (at least for a while 
until synthetic ic svailable in 
large quantities). 

“But, and this is the impor- 
tant thing, the great war effort 
would go to smash if a large 
number of automobiles weren’t 
kept in operation, because our 
American economy functions by 
and through the use of the 
motor car. The millions of cars 
that are imperatively needed to 
take America to work, the mil- 
lions of trucks that provide our 
nation’s war and peace needs— 
these must be kept in repair for 
a victorious war. 

“The job of keeping them in 
top condition is a man-sized job, 
and this job will go on right 
through the war—and after. 
You'll serve your country, your 
family, and yourself best by do- 
ing the job you know best— 
automobile repair work.” 


last week by John|are 


may not be sold except to the 
holder of a certificate issued by a 
local rationing board. 

Among the cars which the OPA 
will consider releasing from the 
pool under the new amendment 


1. Those ordered on or before 
Jan. 1, 1942, by agencies of federal, 
state, local or foreign governments 
or by the American Red Cross. 

2. Automobiles specially built, 
painted or equipped on order of 
specific buyer. 

3. Automobiles with list price 
above $2,000. 

4. Automobiles manufactured 
prior to March 2, 1942, for experi- 
mental purposes. 

5. Automobiles that on or before 
Jan. 16 were in the hands of or 
in transit to a manufacturer’s 
branch engaged primarily in sell- 
ing cars at retail, or were con- 
signed, invoiced or billed to an 
agency not controlled by the manu- 
facturer. 

6. Automobiles as to which regis- 
tration had been effected or applied 
for prior to Jan. 1 and for which 
rationing certificates were given 
under Rationing Order No. 2. 

Amendment outlines the pro- 
cedure for withdrawing cars from 
the pool and for the substitution 
of others for those removed. Ap- 
plications for all releases are to be 
made to OPA headquarters in 
Washington and not to the local 
rationing boards. Included in the 
amendment is a provision that 
new passenger automobiles not now 
in the pool may be taken into it in 
particular instances where these 
cars may be required for the 
armed forces or to meet emergency 
needs. 


Obituaries— 
Youngest of Brothers, 
Howard Fisher Dies 


DETROIT.—Howard Fisher, 40, 
youngest of the seven Fisher brothers, 
died Tuesday in the Henry Ford 
hospital after a three weeks’ illness. 
He was the second of the brothers to 
die within the past year. A baby in 
arms when he came to Detroit, he 
entered the employ of General Motors 
as an executive in the Ternstedt divi- 
sion following his graduation from 
Notre Dame. 

In December, 1925, a_ few months 
after the formation of Fisher & Co., 
the holding company which looked 
after the brothers’ combined financial 
interests, Mr. Fisher joined that firm 
and remained with it or its subsidiaries 
until his death. He was president of 
the Fisher Building Corp. and presi- 
dent and member of the board of the 
New Center Building Corp. 

x * * 


Maj. Lucius H. Elmer 

HARTFORD, Conn.—Major Lucius 
H. Elmer, 72, dean of Connecticut 
automobile dealers and one of the first 
Ford dealers in the country, died 
March 26 at Hartford Hospital. Previ- 
ously a bicycle dealer and himself an 
expert cyclist, Major Elmer entered 
the automotive field in 1900, when he 
sold one of the first Ramblers. In 1904 
he sold the first two-cylinder Model A 
Ford in Connecticut and for 22 years 
continued a Ford agency, building up 
the business until he headed 11 
branch offices. In 1926 he became a 
Willys-Overland dealer. He had been 
a friend of John W. Willys in the 
days when they were both bicycle 
dealers. 

. + & 


Oliver M. Diall 

LOCKPORT, N. Y.—Oliver M. Diall, 
64, president of Krome-Alume, Inc., 
and former vice-president of Harrison 
Radiator division of General Motors 
Corp., died here March 22 after a long 
illness. He joined the executive staff 
of Harrison Radiator when it was an 
infant industry. 


USED CARS—SERVICE 


Amount of Crude 
In Camelback 
Is Cut Sharply 


WASHINGTON. — The _ rubber 
situation has made it necessary to 
allocate tire recapping material 
made almost wholly of reclaimed 
rubber for use on List B passenger 
cars during April, John E. Hamm, 
acting administrator of the OPA, 
explained last week. 

Camelback which will go to re- 
treading shops for use in meeting 
requirements under certificates 
issued to List B passenger car 
operators in April, is made of re- 
claimed rubber with only about 
2 percent of new crude used in the 
mixture for cohesion. It was 
pointed out, however, that some 
retreading establishments still have 
in stock limited supplies of the 
better qualities formerly in use, 
which may be applied to tire car- 
casses under certificates issued in 
April. 

“Tires recapped with this lower 
grade camelback should be driven 
at speeds no greater than 35 miles 
an hour,” Hamm said. “Even at 
low speeds, these tires are not 
likely to run more than 5,000 miles. 
Unless the driver is careful, he can- 
not expect even that much mile- 


GM Appeals 


Parts Case 


CINCINNATI.—A petition for 
review of the Federal Trade Com- 
mission cease and desist order 
directing General Motors Corp. to 
stop requiring exclusive handling 
of factory-designated parts and 
accessories by GM _ dealers, has 
been filed by the corporation in 
the U. S. Circuit Court of Appeals 
here. 

The FTC order alleges violation 
of that section of the Clayton act 
which prohibits exclusive dealing 
contracts. 


Marines Seek Men 

To Aid Servicing 
CHICAGO.—U. S. Marine Corps 

wants men between the ages of 25 

and 40 to serve as motor transport 

officers to supervise maintenance 


and service of its trucks, tanks 
and tractors. 


A limited number of former 
marines or men with military ex- 
perience will be admitted to the 
Corps as warrant officers. or 
lieutenants for this work. Quali- 
fied men should write to Marine 
Corps Headquarters, Washington, 
D. C., for information about apply- 
ing for placement as motor trans- 
port officers. 


Colo. May Take Over 
Inspection of Cars 


DENVER. — Semi-annual inspec- 

tion of automobiles may be taken 
over by the state as a result of a 
conference last week between 
Revenue Director Farrington R. 
Carpenter and representatives of 
automobile dealers. 


“If the proper arrangements can 
be made for facilities, we'll train 
inspectors and start handling all 
the automobile inspections,” Car- 
penter said. 


WANT ADS — 


= F< m oe werd pe inser- 
‘enty-five cen Ww 
for three insertions. ee 


WANT AD DEPARTMENT 
Avutomotivs News, Dersorr 


Mercantile } He Cc a Sa? 
rms Com : 
ll Avon &t., Providence. ety: 


Here is ONE answer to your question— 
‘“‘NOW—WHERE IS THE MONEY 
COMING FROM?” Leading Publisher of- 
fers opportunity for immediate earnings 
and chance to. establish premanent, 
profitable business. Your sales experience 
will help you take quick advantage of 
the better-than-ever opportunities now 
available in the subscription selling 
field. Liberal commission and bonus. 
Write Box No. 287, Automotive News, 
ol East 42nd Street, New York City. 








CE 

























































































































































































: AUTOMOTIVE NEWS, APRIL 6, 1942 13—( 195) 
e 
Actual top and bottom prices on 1941, 1940, 1939 and A D V E R T i S E D quirer; Cleveland—Plain Dealer, News; Indianapolis— 
1938 used cars as advertised in local newspapers. ¥ ® Times Star; Detroit. News, Times, Free Press; Chicago 
SEDAN prices only used in this comparison. News- Used Car Selling P rices Dallas. News; Kansas City Star; Minneapolis—Star- 
papers useds Boston—Globe; New York—Times, Journal Fo Journal; Denver Post; Los Angeles Examiner; San 
ber American, World Telegram; Philadelphia—Bulletin, In- Pr Pgs Pa rad a Francisco—-Examiner. 
rial 
ned Boston NewYork Phila. Cleve’d Ind’polis Detroit Chicago Jack’ville Dallas Kan.City Minn’lis Denver Los Angeles San Fran. Natl. Avg. 
ger i maar ceeded eased aelaiicascmeeeaadacaarneneenianeemtl . 
oan, Buick Series 40 Special 41] 1045- 9991100 _—| 1045-825 | 1195 |_ 995 | 1125-1045 | 995- 895 | | | 1185-1000 | 1195-995 | |1095- 995|1245 | 1110-965 
PA, 40] __799- 650| 800- 625| 775- 505| 845- 745| 645 | 735- 687 | 695- 625) 1000- 695| 785 [728 \ 6 680 = |_772- 660 
"30] 599- 495| 495 | 675- 425| 675- 550| 495- 445| 575- 445) 495- 425| 595- 425| 475 | 695- 645| 595- 475 | x} ~BA5- 495. 195 | _ 645-565 | 586- 500 
ine 783) 199- 375| 425- 395| 495- 395 465- $27| 400- 350| 397. 495- 445| 425- 395 | 600- 450) 545- 525| 475- 406 
ites Cadillac 60 Special "al]_ 2450 | | | | | | | | | | | | | | 2450-2450 
car 40] 1295 | 1095- 975 | | | __| 1250 l | ! | | | 1545-1350 | | 1295-1162 
on "20| at i. | | | ee ey _945= 905 |_945- 895 
the "88 595- 395 ee | l a | 695- 395 
vas Chevrolet Master Deluxe 41] 835-_715| 725 |_795- 625| 845- 750| 795- 695| 757- 596| | 697 | 725 | 895- 699| 795- 695 | 25706 |_868 | 800- 696 
me (Master 85) "404 645-495 | 495 | 695- 495| 695- 575| 665- 525| 600- 547 | __|_645- 575) Bis 495 | 675- 525) 575- 565 565 as 595 «| «695 ~—Ss«|«G2B- 538 
the "80 475-375 | 495- 375| 445- 365| 525- 475| 525- 460| 495- 395| a 33 | 45 | | 445- aa een | ___|_ 750-575 | ~B1l- 424 
se, (Master) 88] 375-250 | | 420- 275 | | 365 «| 845 | 2 | 345 | | 445- 365 | | | 895 | _872- 297 
ar- Chevrolet Special Deluxe’41j _895- 700| 800 | 850- 745| 795 | 850- 695| 845 | 825- 799 | | a | 825- 750| 935- 799| 690- 575 | 1045- 825 | 995 |_863- 736 
- (Master Deluxe) 40) 645-575 | | 675- 445| 775- 595| 597 —«|_-650- 485 | l | 745- 650| 695- 595| | 825 _ 885-700; 700- 578 
ae "89 485- 400 | 500- $45| 475- 485| 485- 449| 495- S397) |S SI | 550- 495| 519- 465, Ss | «650- 550| 475 |_515- 442 
- (Deluxe) '88] 395 295 290- 245| 250 | 445- = 475 | B45- = 495 _385- 372 
les Chrysler Royal "al | | 950- 895 | | | | 985- 825| 995 | | | | | 927- 860 
at Chrgaier Roel ___"h | _680 | i | 697- 695 | ; «| | _—————— 782- 695 
- 30) 499 ~+*| 805 +| 475 ~—~*| 695 a ee | 495 | so | | oe | | | 695 —«| | 562-495 
n- 88) 495- ‘8 300 425- 315| 295 380 350 445 "| 585 495- 475 |_695- 645, ——s«|—«D- 524 
le- 41] 965-925 | 1050- 900| 995- 208 O08 | 1008-2088 | 1100-1049 | 1275- on 995 | | 395 | |_ 499 |_575- 395| 414- 318 
"404745 aaa “Has )_|_895- 600| 825- 650| 795- = 918 | 645- 545 | 645 | 800- 775| 995- 775 | 1045- 975 | | 1095-1070 | | 969- 833 
80) 595- 475 | |_525- 500 ~ 525- 500 | | 495 | 595 | 765- 550| 745 | 725- 699| 775- 675| | 925- 695| 735- 592 
= 495 | $25- 245| 345- $15| : 265 ! : | 495- 895| 615- 450| 645- 560| 495 | 750- 495| 745 | 577- 432 
Dodge 1000- 895 | 995- 695| 895- 795 | 995- 873| 895- 799| 975- 675 | | | 450 | 465 | 465- 445| 465 |_495 | 428- 351 
= "aah 795- 599| 650- 495| 725- 495| 800- 775| 745- 505| 679- 500| 635- 435, —=s«|_—‘ 695 | 795 |_779 | | 695 |  —S—Ss«|_~‘714- 605 
is "89 595- 489| 548- 395| 495- 395 | | 525- 465| 575- 295| 445- $85 | | 595- 575 | | 495- 465 | | |_745- 575 | 584- 500 
er "885 475- 275| 475- 275| 295 | 495- 465| 395 | 250 | 350- 295 | | 495- 395| 545- $95] 485- 435 | | | | 460- 382 
Ford V-8 Special 41] 695 | 650 | 645- 625| 795- 565| 700- 625 | | | 695 | | $95- 325| 439- 325 | | 420 || Ss «866 - 282 
id (V-8“85") 40] 600- 495| 499 | 575- 485| 550- 485| 565- 468| 575- 447) | 645- 545| 775 | 775 | 875- 725| 950- 925| 895- 695| 875- 825| 830- 698 
aS deetadacmmameaemaaall cd 465- 350| 375 | 465- 345 | | 485- 425| 487- 325 | | 395 | 535 | 695 |_ 585-497 | ens | 598- 517 
= « 88] 365- 250 | | 375- 245| 425- 275| 345- 275| 250 | | 275 r | 525- 445| 435 | | 600- 495| 550 | 478- 447 
Ford V-8 Super Deluxe = 845- 675 | |_795- 595| 845 |_775- 595| 795- 650| 750- 599) | | 425 | | | 495 _—|_ 550 |_412- 308 
n (V-8 Deluxe) | | 625- 465 | 650- 600| 575- 525| 595- 529| 575- 485 | | 995- 650 | l | 745 COSY | 803- 668 
ct * 495 l | 385- $40| 550- 530| 485- 475| 485- 395| 325 | 425 | | 745 | | | | | 612- 455. 
is (V-8 “85") 83) 330 l | 295= 200 | | 425- 895| 365-830, | | l l | 399 | | 464- 872 
Hudson Six 41] 1075- 795| 750- 645| 795- 650| | 877__—|_-699- 599| 595 | 697 | | 295 | 397- 385 | | | | 383- 298 
"404 785- = 465 | 545- 425 | ! _515- 465| 625- 495| 545- 395 | | | 7s [1165 | | 1852-1352 
"30 585- 345| | 445 | 475- 400| 366 l | | | | 1095 | 395 —i«SY | 890- 778 
s 88] 445-245 | | 285 | 350 | | 365- 265| 195 | | | 750 | 665 | | | 667- 530 
5 @ Lincoln-Zephyr "aij | 1295 | | | 1595 | | | 425 | |_ 495 |_ 525 | 456- 325 
. "401 | 875- 795| 795- 745 | 1025- 795 | a | | 985 | 895 l | 895-795 | | 974- 885 
“ *30] | 695- 1 595- a 745 4 | 45 | 8S | 550 | |_750- 695 | | | 945- 815| 732- 631 
a 495- 444] | $89= $25 | | 497 | 499 | 565 | | S&v- 422 
r i Mercury "41§ 1050 | 1075- ~ 950- 845 | 1075-1025| 995 . 945- 885| 875 | | | | 1085 | | | 1000 | 946- 820 
. 40] 895- 620| 675 | 725- 565| 765- 595 | __|_ 685 | 595-495; sd _|_795 | | l |_738- 695 
r "80] 540- 425| 665- 445 | | | | 565- 395| 495 | | 645 | | | | | 645- 645 
. ash Ambassador Six ’41§ 1045- 728 _| |_ 850 | | 898- 875| 795- 785 | l | | | f |__| 425 - 425 
F 0) _'i|. | 605 | _725- 605] | [1075 | [1095 | 1195- 995| 998- 862 
; of | ee | | | | |__745- 695 | 825- 695 | 1000- 745 | | 745 | __—s=édi;:« 802-4 
. ae | | 425 | | | | | 585- 425| 577- 435| | 545 | 765- 550| 568- 442 
Oldsmobile Six = ro 950| 985- 825 | 1035 |_775- 745| 875 | 900- 795 | l | 450- 425| 447 | | 469- 445| 645- 375| 447- 364 
ee 40) 849- 575| 745- 600| 775- 600| | 775- 745| 765- 590| 800- 545 | | i l | | | 945- 945 
"80) 505- 475| 500- 395| 550- 455| 475 | 595- 425| 555- 445| 495- 395| 575 | 725 [75 |  &«| | 795 | 895 | 790- 565 
caret aa 555- 375 | | 395- 295 | | 395 | $95- $379| $325- 275| 397-345, |  &«;}| | | 6  #| | 620- 450 
: Packard Six ee ed a ! | l | 450 | 447 | | 488- 815 
"40 695 | | 825- 565| 795 | ——_|—— | 825- 795 | | | 945- 875| 841- 680 
' 30) 195 2 3=— | -545 | 745- 450 | | 450 695- 495| 665- 490| 695 | | 625 | 627- 480 
325 445- 295| 485 435- 335 445 ~ 495- $95 | 550- 400 579 625- 595 | 503- 396 
Plymouth 41] 895- 665| 775- 590| 900- 550| 765 |_ 793 |_925- 735| 695- 545| 895 | |_445- $95] 358 c | | 565- 425| 390- ; 314 
40) 685- 495| 695- 445| 645- 445| 560 695- 545| 515- 490| 595- 425 | | 745 __—*|_825- 695| 775- 695| 765 | 965- 760| 895 | 832- 680 





575- 375 | 450- 310| 495- 325| 445- 395| 495 | 445- 390| 395- 375] 485- 387| 650- 523| 695 | 595- 545| 745- 635| 715- 645 | 800- 645| 653- 554 
"88] 445-319] 275- 215 | 385- 235 | 395- 350 | | 395- 235| 347- 345] 450- 385| 475- 400| 545- 400 | 675- 495 507-405 





























Plymouth Special DeL 41] 785- 725| 850- 590| 875- 625| 750 | 995- 695| 925- 695| 775- 645| 725 | | | | | $95 l | 337- 288 
(Deluxe) 740] _675- 559| 595- 485| 650- 545| 725- 550|  —=s'|_649- 525| 495- 435| 495 —=«| | 1045- 985| 935- 925 | | | 1250- 995 | 1012- 856 

*89] 495- 449 | | oe 550- 450| 495- $95| 495- 345| 395- 385| | 505 | 645- 585| 750- 675 | | 795- 585| 745 |_740- 590 

- 88] 325- 275 375- 265 325- 323| 265 465 ] | 695- 595| 543- 431 

Pontiac Six 41 1075- 799| 975- 800| 985- 850 | 1095 | _—_—i|,_:«975- 795 | 888- 695| 895 | |_375- $25 | | | | | 364- 324 
40] 775-599 | 825- 675| 695- 495| 745 | 895- _ 895- 650 | 690- 595| 725-495 | | | 795-595 | | 750 | 895 l | 784- 663 

sos 565- 425| 575 375 —~«|:«495- 875] SS s|«CB 27 | 575- 375| 445- 385 | | 805 | 575 i) a 

"Sa 415- 350 | 445- 325] 295 345 $00- 205| 875-825, | °° +.| || bosanemnin | 495 ne —“Tis- 415 

Studebaker Champion vail owe | | 675 | 825- 700| 795- 695| 717 | 695 | | | | | 1195 | 986- 820 
wef 55 | «400 ~SC«d|CS®SC~YC‘S3N’S;*#C#*'’ (ONS. 475) =| 49BS=C<‘CC‘“‘S;WC|OOOCOC~+'’ OWS O|SC|~SCC~“‘S(*CL OOS | _—*| 5-445 

30) 399 325 495 360 | | | 665- 595| 565  _—*| ~‘581- 522 

Studebaker Commander ’41] 1095- 895 | | 1050- 745 | 795 | 795 |_ | | | | | 440 | 565- 445 | | 470- 370 
ee 
89] 645- 475 | | 595- 495 | | 435 | | | | | 395 | | 475 | 495 | 461- 423 

a | 405-295 | | | | | | | | | | | 370- 370 

Willys-Americar 41] 660 | | ee LL | |_ 395 | __| | 270- 270 

ON ——*d 808 =e ae] eas 400! a CdS SI 

0] 375 | 365- 295 | | | | | | | | | | | | 

st )0SCSC~*~*é“‘CS!!”*~CS*é«*Y:*C«‘C | | | | | | | L saints 
’ National Average, All Makes, Mar. 22—$678-$582 
| National Average, All Makes, Mar. 8—$680-$586 


Used Car Selling Prices, as advertised in the classified section of metropolitan newspapers nationally, are compiled exclusively by Automorivs News as a copyrighted feature. 
compiled from published figures, establish the trend of the market and the resulting national indez. Where no prices are quoted, no car of make 
These top and bottom prices, pens hem 9 and model was offered during the period covered. 


Used Car prices in Pittsburgh, Cincinnati, St. Louis, Atlanta, Houston, Oklahoma City and Seattle appeared on this page Mar. 23 and will be published in two weeks. 
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Automotive Washington 


OPA Officials Determined to Release 340,000 Cars 
This Year; ADA Pushing Relief Measures 


By William Ullman 
(Washington Correspondent) 


ys ASHINGTON.— 

4 OPA officials 

are outspoken in 

their determina- 

tion that all non- 

stockpile new 

cars in dealers’ 

hands are to be 

moved out by 

the end of the 

year, in conformity with Leon 

Henderson’s promise. They realize 

some rationing boards have been 

bottlenecking, and action to break 

down that sort of thing can be 
expected soon. 


At the same time, OPA execu- 
tives say that it isn’t only back- 
ward-leaning action on the part 
of rationing boards that is hold- 
ing up sales; other factors in- 
volved, they claim, are income 
tax time, general feeling of 
insecurity on part of the public, 
and the rubber situation. Aver- 
age man, they say, is thinking 
more than twice before buying a 
new car when he knows he can’t 
get tires. In the face of all this, 
however, OPA insists every one 
of the available 340,000 cars will 
be out of the showrooms by the 
end of this year at the latest. 

OPA has asked NADA’s coopera- 
tion in getting a representative 
turnout of dealers for the meet- 
ings it has scheduled in a number 

of key cities. OPA officials have 
planned the meetings to bring 
about a more uniform interpreta- 
tion of the rationing orders. Total 
of 83 cities will be covered and 
first meetings are scheduled for 
April 6. NADA also is pressing 
for action on H. R. 6760 and H. R. 
6761. The former is designed to 
permit courts to take jurisdiction 
over dealers’ leases on_ rented 
properties, such as showrooms, and 
to afford them fair relief. H. R. 
6761 authorizes the Reconstruc- 
tion Finance Corp. to make loans 
on or purchases of frozen stocks 
of cars where the dealer wishes to 
be relieved. The lease bill has 
been referred to the judiciary com- 
mittee and the RFC measure to the 
banking and currency committee. 
Hearings are to be held on these 
two bills shortly. The measures 
were introduced by Rep. Wright 
Patman of Texas. 

oe * * 


Pontiac Plan 


Gets Okay 


Automotive Safety Foundation 
is planning to make available to 
communities throughout the coun- 
try full details of the Pontiac 


IN AT A DeWITT 
OPERATED HOTEL 


In Cleveland 
THE HOLLENDEN 
In Columbus 
THE NEIL HOUSE 
Inu Ahkwn- 

THE MAYFLOWER 
In Lancaster, O. 
THE LANCASTER 
In Corning, N. Y. 
THE BARON STEUBEN 


THEO. De WITT 


| reelection 








(Michigan) Plan for more efficient 
wartime use of _ transportation 
facilities. Latest reports confirm 
earlier indications of the plan’s 
success . . . There is still strong 
committee support in the House 
for a general sales tax but the 
Treasury’s opposition is unrelent- 
ing. This is the most important 
situation to watch on the tax front 
at this moment... 

Washington continues to em- 
phasize that the most critical 
front in the war right now is 
still Detroit—i.e., the battle of the 
production lines. What happens 
on every other fighting front 
from Iceland to Libya, from 
St. Nazaire to Murmansk, from 
the Hebrides to Cairo, is_ in- 
creasingly dependent on whether 
U. S. production of war materials 
zooms or lags. Happily, it is 
zooming now; but Knudsen and 
Nelson are agreed that it will 
have to do even better. But the 
record of the year is going to 
show a staggering volume— 
when, after it’s all over, final 
figures can safely be released. 
Registration figures show a sharp 

decline in the number of Wash- 


ingtonians applying for automobile. 


license plates this year. Also, the 
Capital’s taxi army of 5,000 cars 
is beginning to melt. A terrific 
transportation headache is loom- 
ing unless some remedial action is 
taken .. . Reports drifting into 
the capital indicate a very substan- 
tial volume of spring carcare work 
being done by dealers and service 
stations. Evidently many motor- 
ists are heeding conservation les- 
sons. Results, it is declared, prove 
the value of promotional efforts 
which should be continued month 
after month via all advertising 


media. 
a * oe 


Debate Viewed 


As Anti-Climax 

It cannot be said that the 
Wilson-Reuther debate aroused 
extraordinary interest here, most 
observers considering it pretty 
much of an anti-climax anyway 
. . . Insofar as automotive labor’s 
continuing desire to take over 
managerial responsibilities is con- 
cerned, most responsible officials 
here take the view that that sort 
of stuff is “out the window.” ... 


NADA has been getting plenty 
of criticism for alleged inaction 
on dealer problems, but one 
hesitates to think what the situa- 
tion would have been like if the 
dealers hadn’t had an organiza- 
tion on the job in Washington. 
Any dealer who thinks condi- 
tions couldn’t have been worse 
isn’t basing his opinions on facts 
. . - Incidentally, one wonders 
if most dealers realize that 
almost all of the executives in 
the OPA automotive division 
are automotive men themselves. 
They’re struggling, the great 
majority of them, to make the 
best of an admittedly bad situa- 
tion, and hot-shotting from the 
sidelines isn’t helping one little 
bit. And that isn’t meant as a 
whitewash but is a statement of 
fact based on long and close 
observation of the Capital scene. 


Senator James E. Murray, chair- 
man of the Senate aid to small 
business committee and sponsor of 
the Senate bill to aid dealers which 
has full NADA approval, is up for 
in Montana. New 
Dealer, he will have FDR’s bless- 
ing and backing . . . Efforts still 
are being made to utilize auto- 
mobile dealers’ service equipment 
for manufacture of small “pieces” 
for war use, but the outlook on a 
broad scale is not particularly 
encouraging ... One erfect of the 
rubber shortage has been this: 
When a motorist has a flat tire he 
no longer runs on it until he 
reaches a_ service station. He 
leaves the car just as soon as he 
knows the tire is down, brings a 
service man to the scene. 


Now Li pe-Rollway 


SYRACUSE, N. Y.—Change of name 
of W. C. Lipe, Inc., to Lipe-Rollway 
Corp. is announced by H. Follett Hodg- 
kins, president of the former Lipe Com- 
pany. The new Lipe-Rollway Corp. 
intends to purchase a_e substantial 
majority of the capital stock of Roll- 
way Bearing Co., Inc. 


Now and Then... 


GEORGE M. SLOCUM 
(This is No. 28 in this series) 


THE FACULTY of this pictorial Hall of Fame has awarded a 
citation for performance in the field of publishing and advertising, 
specializing on the automobile industry, to George M. Slocum 
Chief claim to this honor is based on what happened some 17 years 
ago when this then young farm paper publisher and advertising man, 
rubbing elbows with the dynamic Detroit citizen who had successfully 
developed the automobile industry into one of the country’s leading 
enterprises, felt that said industry was big enough to support a daily 


paper which would chronicle the 


growth of the young giant... 


His brain child was Automotive Daity News, the first and only one of 
its kind in this business, for which he found a publisher in New York. 
It was a success from the start, made so because it was discovered 
that both manufacturers and dealers first of all wanted news rather 
than a text book-type of magazine telling them how to run their 


businesses. 


Nine years later this Slocum was to buy Automotive DaiLy News and 


move it to Detroit, the logical 


location for such a publication. 


Evolution followed as a result of changing conditions in the automobile 
industry and Publisher Slocum streamlined his purchase into a weekly 
propositioon which is so eagerly read that its last Audit Bureau of 
Circulation’s report shows a renewal of 84.5 percent, considered most 
remarkable. ... Came also the Automotive ALMANAC, published annually, 
while the third string to his publishing bow is AUTOMOTIVE SERVICE, @ 
monthly roto magazine for the after market parts and accessories 
manufacturers, and the men who service cars and trucks. 

In the national advertising picture he also has played a prominent 
part. Been president of the Adcraft Club of Detroit and also president 


for two years of the Advertsing Federation of America. . 


. . Above in 


the picture gallery we show, left, the publisher as he looks today; on 
the right, the young feller who did his part in the other war as a 
Seaman 2nd. Class in Uncle Sam’s Navy. 


Wilson Calls Reuther Plan 
Just a Publicity Gag 


(Continued from Page 1) 


war production required by the 
country.” 

“The trouble with the plan is that 
it was reconciling union ‘business 
as usual’ with the national de- 
fense program,” Wilson pointed 
out. 

Wilson emphasized that the 
Reuther Plan was not a conversion 
program, since it contemplated 
turning out 500 planes a day while 
the industry continued to make 
automobiles at a rate of 4,000,000 
per year. This was in reply to 
Reuther’s contention that the in- 
dustry had failed to realize that 
war needs could not be met with- 


Canada’s Pool 
Of New Cars 
Totals 4,000 


TORONTO. — Canada’s official 
“pool” of motor cars—to be sold 
only upon authorization of the 
Motor Vehicle Controller of Canada 
—now contains about 4,000 automo- 
biles, according to Howard B. 
Moore, general manager of the 
Federation of Automobile Dealer 
Assns. of Canada. 


“These cars are being held in 
stock for later release, on orders 
from the motor vehicle controller, 
and then only to those engaged in 
health and firefighting services, 
maintenance of police services and 
such essential purposes,” he report- 
ed. “They cannot be sold by deal- 
ers without permission.” 


Outside of the official “pool” 
there are thousands of other cars, 
manufactured before the stopping 
of new car production, which nave 
only recently been delivered tu 
showrooms, Moore revealed. These 
ears are for sale without restric- 
tions. 


Pete Wemhoff's Fourth Dimension 
offers news of automotive advertising. 


out curtailing car production. Wil- 
son also quoted R. J. Thomas, 
UAW president, who in August 
1941 said that the union objected 
to proposed curtailment of car 
production. 

Wilson displayed a chart show- 
ing that only 22 percent of the 
machines used for making Allison 
engines had been employed previ- 
ously for making car motors. 

In answer to charges that GM 
isn’t “getting the stuff’ out, Wil- 
son disclosed that: 

1. GM has 160,000 workmen on 
war work, and GM expects to em- 
ploy 50 percent more men and 
women than ever worked for the 
corporation. 


2. In the first three months of 
this year, GM delivered more than 
$250,000,000 worth of war mater- 
ials on orders received before Pearl 
Harbor. 

3. Three big new projects are 
being negotiated. 

4. New projects received since 
Pearl Harbor will be in produc- 
tion “perhaps sooner than most 
people think.” 


CANADA’S LAST civilian 


the plant’s capacity has 
devoted to construction 
tire and chrome. 


Passenger ca: 1 
production in this Sashety bas yg been Y eleeaeat s pee A 


(Continued from Page 3 


abortionist whose office was in his 
house and who never called at the 
homes of his patients. Another 
dealer reports the first applicant 
was a dermatologist—in plain 
words, a skin doctor—and he hu- 
morously explained that that was 
the kind of a doctor whose 
patients never got well, nor never 
died. Obviously, such a _ practice 
also is confined to office calls. An- 
other example was a doctor who 
had a perfectly legitimate need 
for a car, but who had purchased 
a new set of tires last fall, and 
switched them to his brother-in- 
law’s car before he made applica- 
tion for a new car. Such things, 
of course, not only don’t help the 
public morale—they actually tear 
it down. And these examples aren’t 
at all unusual. 

A good many dealers have 
intimated to me that they would 
like to write their senators or 
representatives or the OPA or 
write NADA, but they feel they 
would be accused of disloyalty. 
Such acts are not subversive. 
In the preface of the Code of 
Wartime Practices put out by 
the Office of Censorship, which 
the American press uses as & 
guide, is the following statement: 

“It is the . ope and expectation 
of the Office of Censorship that 
the columns of American publica- 
tions will remain the finest in 
the world, and will tell the story 
of our national successes and 
shortcomings accurately and in 
much detail.” 

z= = # 


Criticism Keeps 


’"Em on Toes 
STON Churchill recently 

said: “Criticism in the body 
politic is like pain in the human 
body. It’s not pleasant, but where 
would the body be without it?” 

And I quote Wendell Willkie 
in a recent statement: “Honest 
criticism is a good and stimu- 
lating thing within a government, 
at any time. In war time...a 
watchful, constructive minority 
is particularly important to keep 
the government on its toes in the 
conduct of the great war effort 
which means life or death to all 
of us.” * 7 * 


Congress Still 


Has a Whip 
IHEREFORE I encourage auto- 
mobile dealers to explain the 
situation in which the rationing 
program has placed them to each 
of their senators and congress- 
man. One letter from you explain- 
ing this to your Washington repre- 
sentative is worth a hundred times 
more than the efforts of a colum- 
nist. You may say that Congress 
has passed this authority over to 
the administrative branch of the 
government and you will be right. 
But don’t forget that the admin- 
istrative branch of the govern- 
ment is still very sensitive to a 
personal or telephone call from a 
congressman, or to being called 
before a congressional committee. 
Administrative departments | still 
need appropriations. Congress is 
the power that provides them. 
So write your congressman, 
li him in plain homespun 
language what you think about 
it—and write in long-hand rather 
than typewriter. It will get 
attention. Elections are coming 
up. You are in touch with 
people. You control votes. 
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(Continued from Page 1) 


benefit from the service business. 

“We didn’t think we’d solve much 
of the problem by buying back the 
dealer’s cars, because we figured 
that put him out of business. He’s 
carried new cars for months as 
frozen stock and he’d be deprived 
of the profit on them. 

“As we looked at it, what he 
needed was some immediate cash 
income from those new cars. His 
expenses on the cars weren’t frozen 
when the cars were, and they still 
continue as a burden under the 
slow-rationing process. These ex- 
penses—covering finance charges, 
storage, insurance and other costs 
—range from $3 to $10 per car per 
month. 

“Under the Government order, 
the dealer could add 1 percent a 
month to the retail selling price of 
the new cars—when they were sold. 
But the dealer needs the money 
now, so we decided to advance it 
to him at the rate of $10 per 
month per car. It is added to 
finance charge on the car, and we 
pay the interest.” 

Pierce said that the plan is 


‘ retroactive through March and 


February, and therefore, on April 

15, when the first cash-aid is to 

be paid, many dealers will collect 

$30 per car. He expects that the 

first payment at that time may 

reach $450,000. 
s ¢ *& 

PIERCE works with the cards 
out in plain sight. According to 
some of our informants who have 
attended one or two of the current 
meetings he starts off his discus- 
sion of business by saying, “Well, 
do you think you ought to stay in 
the business?” 

On his blackboard he starts list- 
ing, one by one the reason why, 
maybe, a certain dealer ought to 
quit. He puts them down in big 
black letters: “I’m losing my 
capital too fast,” or “my service 
potential in my territory isn’t big 
enough,” or “I can’t cut my over- 
head enough to bring my expenses 
in line.” Finally after listing a 
dozen or more outstanding reasons, 
he concludes by writing “mad.” 

“Yes,” he says, “a lot of dealers 
are just plain mad at the world 
and everything, and in many cases 
I don’t blame | them.” 

+ 


THEN, having covered all the 
possible reasons a dealer might 
have for getting out of the auto- 
mobile business, he turns quickly 
to the other side of the picture 
and lists a score of powerful rea- 
sons why a majority of good dealers 
can and will stay in business. 
Insofar as Nash dealers are con- 
cerned, two of the most potent of 
these reasons are the Nash 
monthly income plan that helps 
meet current expenses, conserve 
capital and make a full new car 
profit possible, and the parts and 
service help the factory is giving 
the dealer in developing this poten- 
tially great source ot income. 


NASH’S | service conservation 
plan, reviewed in AN a few weeks 
ago, is showing very gratifying 
results, according to reports made 
to Pierce at the meetings. The 
plan helps the dealer put his finan- 
cial house in order by providing 
him with a comprehensive formula 
for analyzing and trimming his 
fixed expenses; then applies an- 
other formula to the analysis of 
the dealer’s service potential in his 
sphere of influence. If this poten- 
tial is favorable, then the third 
phase of the plan is placed in 
action, to develop the maximum 
amount of business out of the 
available service market. 

As Pierce points out, the free car 
inspection program that is part of 
the plan will help to conserve the 
nation’s automobiles in the present 
emergency, but more important 


Whitaker Is Elected 


By Minneapolis Dealers 
MINNEAPOLIS. — (UTPS) 
Minneapolis Assn. of Automobile 
Dealers has elected Floyd Whitaker 
president. Other officers are A. B. 
Lindahl, vice-president; A. K. 
McDonald, secretary and _ treas- 
urer. New board members are 
R. N. Jones, C. L. Holt, L. S. 
Grossman and William Shaw. 


from his standpoint, the program 

will “help to conserve the dealer.” 

Which is a typical remark from an 

executive whose business motto has 

been “A market for every dealer, 

and a dealer for every market.” 
* + * 


PIERCE is not well known yet 
in the automobile business, so the 
conductor is going to act as toast- 
master and introduce him to his 
new audience. The conductor has 
not missed many guesses during 
his first hundred years on rubber, 
and his guess this time is that this 
soft-spoken southern whirlwind 
won't take long to get acquainted 
in this industry. 

A mere stripling of 41, with a 
fund of energy, good-humor and 
good jokes, Pierce has for a long 
time been accustomed to getting 
things done—fast. They say, for 
example, that he was the youngest 
commissioned officer in the Army 
in 1918, He was 17 when Pershing 
cited him after the Battle of the 
Argonne and made him a second 
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lieutenant—he had slipped into the 
service at 16 by telling the recruit- 
ing sergeant he was 19. 

After the war, he got into the 
selling business in characteristic 
fashion. He was working in the 
clerical department of a household 
appliance store, ran out on the 
floor one day to take care of a 
customer who was looking in vain 
for a salesman and sold the cus- 
tomer $3,100 worth of merchandise, 
this launched his career. 

At 31, Frigidaire grabbed him to 
head its household sales division, 
and he became the youngest major 
sales executive in the business. 
This was during the “depression,” 
but Pierce pushed the company’s 
refrigerator sales to some of the 
greatest annual unit-volumes ever 
attained in the industry. 

George Mason, president of 
Nash-Kelvinator, hired Pierce in 
1939 to direct refrigeration sales of 
his own company, and under his 
guidance sales took off like a 
rocket plane, rising in 24 months 
from around 125,000 annually to 
over 500,000 annually, where only 
the company’s war work stopped 
the advance. For the past year 


he has headed sales activities of 
the corporation’s automotive and 
refrigeration divisions as_ vice 
president in charge of sales. 
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Dealers, Factories Join 


In Sales Campaigns 


(Continued from Page 1) 


the public. W. M. Packer, vice- 
president in charge of distribution, 
in a general letter to his distribu- 
tors last week advised: 

“While actual interpretations or 
freezing of the rationing order 
must come from Washington, deal- 
ers everywhere can do a number 
of things to bring about a great 
many more applications locally 
and as a consequence increase their 
opportunity of selling automobiles. 
Here are some things that can be 


done: 

“1 Run a cooperative ad par- 
. ticipated in by all local 
dealers. (Copy of an ad run by 
dealers in Flint, Mich., is attached). 
This ad lists those eligible under 
the rationing order, tells them 
where to apply, and further, offers 
the services of the dealer in mak- 
ing the application. It was reviewed 
by the local rationing board be- 
fore it was run and the board saw 

no objection. 
= Painted signs on dealers’ 
windows offering new cars 


for sale and promising assistance 
to those eligible in making applica- 
tion for a certificate. The average 
person doesn’t like to fill out forms, 
and your help will be appreciated. 


" Direct mail to individuals 
eligible for rationing cer- 
tificates. Those names can be se- 
lected locally and covered with a 
card, or preferably a letter, and 
followed by a phone call. Again, 
offer help in completing and fil- 
ing an application. 


“The advertising department is 
preparing suggested copy for win- 
dow signs and letters. 


“Every dealer has been expect- 
ing daily to see more results from 
the rationing order in new car 
sales and while they, individually 
or as a whole, cannot chance the 
rationing order, they can do a con- 
structive jog in getting to people 
eligible to buy cars, encouraging 
them to apply, and, if successful, 
the next step is to sell them an 
automobile.” 



























































STUD TYPE 4. 


$3.45 per set. 


THE VICTORY TIRE & WHEEL LOCK is the only lock we | 
know of that will not unbalance wheels or cause shimmy. 


brake drum. 


THE VICTORY TIRE & WHEEL LOCK has many different 
combinations so that the key will only fit the set that it is 


intended for. 


Here are Quick Profits 


for You, Mr. Dealer! 
With the Victory Tire and Wheel Lock 


Regardless of the type of tire and wheel lock you are now handling, we 
know that you can sell two out of every three people who come to your 
service station, a set of the VICTORY TIRE & WHEEL LOCKS, because it 
is being done now by aggressive dealers, and here are the reasons why: 


1. THE VICTORY TIRE & WHEEL LOCK retails for only 


3. THE VICTORY TIRE & WHEEL LOCK provides a method | 
of locking the front spindle nut as well as the wheel tc the 


Get on this Fast Moving Number 
Send Your Order Today 


Furnished one dozen to an attractive display car‘on.............. 
Three Dozen...... $74.52 Six Dozen...... $149.04 Gross...... $298.08 





VICTORY TIRE & WHEEL LOCKS are availab.e for the following cars: 


FORD OLDSMOBILE PACKARD 
PLYMOUTH DODGE CADILLAC 
BuICK DE SoTo NASH 
PONTIAC HuDSON WILLYS 


STUDEBAKER SIX 


= 





NUL ‘TYPE 


Your discount is 40%, F.O.B., Chicago, Illinois, Cash with Order. 
$24.84 


In ordering please specify make of cars for which locks are desired. 


FOLEY PRODUCTS 


1312 S. Michigan Avenue Chicago, Illinois 
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_ in providing this specialized service 
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Car Conservation Plan’ 
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in administering it 


Motorists who want to keep their cars serving dependably 
for the duration are adopting as their slogan these words: 


See your local Chevrolet dealer. . . . They remember that 







Chevrolet originated the “Car Conservation Plan,” and 


ee) had 


nd that Chevrolet dealers are specialists in ‘‘Car Conserva- aK 


Lita 








tion.”’. .. They remember, too, that Chevrolet dealers give 
skilled, reliable, economical service on all makes of cars 


and trucks. 


A MOBILE NATION IS A STRONG NATION 


CHEVROLET MOTOR DIVISION, General Motors Corporation, DETROIT, MICHIGAN 


ee) hy aia: 
ENGINE 


WHEN YOU HAVE 
THE CHEVROLET 
FRANCHISE YOU 


CONSERVE Ree <0) 32:07: CONSERVE CONSERVE COOLING 
TTR RTO Ma ak) HAVE FRIENDS RS SYSTEM 


ROLL ENDS 





